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Shoe Service 
Stations Needed 


Once aristocracy refused to walk— 
now democracy refuses, but the man 


of affairs takes time to walk for 


health 





HE time to talk feet is just 
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% 12 opens up, because people are 
Bae ve ; 

“more comfort - conscious 
then than at any other part of the 
year. 

Feet are not improving. Walking 
is diminishing. Most of the public 
will not walk unless it is compul- 
sory. Once aristocracy refused to 
walk, and now democracy refuses, 
but the man of affairs takes time to 
walk. He has learned that physical 
well being comes through walking 
on the golf course, or to and from 
his work. Many a big business man 
makes it a point to step off the train 
one station this side of his office and 
walk the remaining distance for the 
benefit of his health. 

There is something more in the 
business of fitting shoes than just 
the covering of the human foot with 
leather and collecting the price 
therefor. There is really a profes- 
sional service and consultation that 
goes with the proper sale of foot- 
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wear to any individual, and that ser- 
vice can be best given in the shoe 
store. 

Notice the emphasis placed by the 
dental industry on the idea of the 
dental chair as a source of continued 
health. 

A similar campaign along the 
lines of advocating that the public 
bring its feet to the shoe store for 
health and happiness is something 
that will do more to bring business 
to stores that have a real idea of 
service than any other possible 
method. It is one of the opportuni- 
ties of the future in the shoe indus- 
try, because in the dress balance of 
a day many types of footwear can 
be, and should be, worn. There is 
a very definite place for shoes that 
have an orthopedic reason, whether it 
be for support or for foot exercise, 
together with a range of fashionable 
shoes covering the events of the day. 

We give three reasons, one from 
a merchant, another from a teacher 
in foot hygiene and still another 





















with the authority of a police de- 
partment back of it. First, W. A. 
Catlin of Belvidere, Ill., says: 

“T have been trying to make peo- 
ple see the advantage of being well 
fitted in both shoes and hosiery. 
There is not a Grange hall within 
fifteen miles of here that I have not 
given talks on correct fitting and the 
care of the feet, and as dry as the 
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Bring your feet to the shoe store 





or 


Je HAPPINESS 
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Tell the Public! 
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A Shoe That Does Not Fit 


Is Never a Bargain at Any Price 


IF IT IS TOO TIGHT, then it pinches the foot 
and the shoe is stretched gut of shape. 

IF IT IS TOO LOOSE, then it chafes and rubs, 
and once again your foot is crippled and your shoe 
is twisted out of shape with resulting poor wear. 
Your foot clothing is neither comfortable nor 
sightly; you are made subject to all manner of 
painful and crippling ailments, which easily be- 
come so established that they are difficult to cure. 

YOU NEED NEVER GIVE A THOUGHT to 


not conscious of them at all, as you go about your 
daily duties. 

You cannot select such shoes haphazard or by 
luck, in grabbing up hastily selected bargains. 

You need the help of experienced, dependable, 
expert judgment in selecting the style and size of 
shoes for your fvot. It is that kind of service that 
this store gives always; you may depend upon it. 

Shoes thus supplied will have a full measure of 
correct style, of comfort, of durability, of all-round 


normal feet, encased in well-fitting shoes. 


You are 


VALUE, in every particular. 








subject is, I have been invited back 
for further instruction. 


66 J UST to show how some people 
appreciate proper service, I had 
a young man tell me that he had 
never bought a shoe from any other 
dealer in his life, and it sounded so 
good to me that I told him I wanted 
to give him his graduation shoes, 
which I did, and they were shoes any 
graduate would be proud to wear. 
“The only thing that has bothered 
me in my life is that I have not 
always had money to carry the 
stocks and sizes one should so that 
every customer is fitted correctly. I 
won’t say every customer, as there 
are some that would insist on a cer- 
tain size if they knew it was going to 
torture them. It is like a lady I had 
a short time ago that I was fitting. 
It was the size she was sure she 
wore, but it was tight, She would 
not consider a size larger, so she 
said: ‘Haven’t you another pair the 
same size larger?’ Well, we sold 
her the shoes and so far I haven’t 
heard whether she found out that 
they were larger or not, but they 
were, and I am satisfied she is 
taking more comfort than usual. 
“T like to sell shoes and talk shoes 


and that is the reason people come 
for miles to buy shoes at Catlin’s. 
We take great care in fitting chil- 
dren, and many times the children 
drag the parents in for their re- 
quirements.” 

Gladys L. Meloche in a _ booklet 
prepared for the Extension Service 
of the College of Agriculture, the 
University of Wisconsin, Madison, 
entitled “Good Fitting Shoes for 
Every Member of the Family,” says: 
“For the sake of what is called ‘good 
taste in dress,’ have you allowed the 
style of your shoes to control your 
choice? Is not the comfort result- 
ing from good fitting shces worthy 
of consideration? 

“When Uncle Sam called millions 
into service in the World War, 85 
per cent of those examined’ were 
found to have foot trouble of one 
kind or another. The majority of 
these people could have had better 
feet if they had had better shoes 
from childhood. Not more expensive 
shoes were needed, but shoes that 
fitted their feet. Have you foot 
troubles such as corns, bunions, cal- 
luses, ingrown toe nails, weak 
arches, or a number of other dis- 
abilities which cause you pain? 

“With the use of an X-ray ma- 


chine, a survey of the fit of shoes 
was recently made. A thousand peo- 
ple of all ages and in all walks of 
life were examined at the Wisconsin 
State Fair in 1925 with the follow- 
ing results: 

Good Fit Fair Fit Poor Fit 


BN. wardians 40.00% 46.00% 14.00% 
Women - 14.07% 55.02% 30.91% 
Boys’ .... 45.00% 27.05% 27.05% 
WE 6s%a ox 32.09% 40.59% 26.49% 


“Time did not allow for a thor- 
ough examination of the feet. Only 
the story as told by the X-ray ma- 
chine could be written. All too often 
the big toe was shown pushed to one 
side, the big toe joint enlarged and 
the other toes pressed against the 
ends of the shoes, showing that the 
shoes were too short. This was 
more common among the women and 
girls than among the men and boys.” 

Patrick J. Murray, M. D., chief 
surgeon of the New York Police De- 
partment, reports on “Ailments of 
the Feet” as follows: 


HE Police Commissioner, know- 
ing that 90 per cent of the foot 
ailments prevalent in the department 
can be eliminated by proper and 
prompt treatment, desires that mem- 
bers of the force make it a habit to 


[CONTINUED ON PAGE 57] 
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HAT is the connection be- 
tween feet and life insur- 
ance? A short while back 


tonsils were being removed and 
teeth yanked out wholesale by doc- 
tors and dentists who attributed 
many bodily ills to infection in 
these centers. Now comes the Met- 
ropolitan Life Insurance Company, 

















The outward roll 







which has an interest in the gen- 
eral health of the public because of 
the fact that nearly everybody is 
carrying life insurance, and points 
out that a whole host of bodily ills 
are traceable to poor feet. 

The retail shoe man has a direct 
interest in this. Not only the man 
who sells orthopedic shoes and foot 
appliances, but the general shoe 
merchant, should be interested in 
foot health. Anything he can do to 
promote better foot health is in his 
line of work. 

In a brochure entitied ‘Foot 
Health,” the Metropolitan Life In- 
surance Company gives the follow- 
ing directions for keeping feet in 
a healthy condition. These foot 
exercises, devised by the company’s 
staff of physicians, may well be 
studied by the shoe man and passed 
on to his customers. 
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HE feet, including the toes, are 

made for walking. However, with 
the growing use of the automobile 
and with elevators to take the place 
of stairs, men and women are walk- 
ing less and less. 

In the olden days it was a mark 
of aristocracy not to walk; but to- 
day it is the man of affairs who 
takes time to walk. Walking is ex- 
cellent as a general exercise for the 















Rising on toes 
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Feet—And Life Insurance 


Information That the Shoe Man Should 
Pass Along to His Customers 


body, but it is especially good for 
the muscles of the legs and feet. 
Unless your feet are badly 
strained or weakened, walking will 
probably be the only exercise they 
will need. But if symptoms of 
flatfoot or fallen arch have devel- 
oped, your doctor or specialist may 
recommend other exercises. Rest, 





Lifting the arch 


massage, and proper exercise will 
usually restore the arch to normal. 


HE following exercises are suited 

to varying degrees of foot weak- 
ness. Be sure to consult an expert, 
however, before beginning to use 
them. 


Exercise 1. Outward Roll. Re- 
move shoes and stockings. Stand 
with weight on both feet; feet 


about 6 in. apart. Roll the feet out- 
ward 12 to 30 times, so that the 
weight of the body is supported on 














Walking on toes 


the outer edge of the feet. Lift the 
inner and under parts of the feet 
clear of the floor at each roll. Do 
this exercise twice daily. 


Exercise 2. Rising on Toes, bare- 
foot. Stand with feet parallel, 6 to 





Grasping marbles 








8 in. apart. Rise on toes, keeping 
ball of foot on floor, twisting heels 
inward and trying to grasp the floor 
with the toes. Do this 20 to 30 
times, slowly, morning and evening. 


Exercise 3. Lifting Arch, bare- 
foot. Stand with feet parallel. 
Tighten up from the abnormal posi- 
tion with the feet relaxed and the 
ankles bending in, to a _ straight 
leg, straight ankle position. This 
will life the arch from the floor, 
and hold it in the normal position. 
It may not be easy at first to do this 
exercise without lifting the inner 
edge of the foot, but the exercise 
is so helpful that the ability to do 
it is worth considerable effort. Re- 
peat from 20 to 30 times, morning 
and evening. 


Exercise 4. Walking on Toes, 
barefoot. Not so easy, but wonder- 
ful for strengthening the toes. 
Walk on tiptoe until you find you 
must drop back on the whole foot. 


Exercise 5. Grasping with Toes, 
barefoot. Grasp a large marble or 
a small solid rubber ball with the 
toes, and take as many steps as pos- 
sible without dropping it. 


Exercise 6. Ankle Bending, bare- 
foot. Sit on a chair, resting your 
legs on another chair of the same 
height; your knees stiff; feet and 
toes stretched out in slightly pig- 







Ankle bending 


eon-toed position. Then count four, 
at the same time bending the ankles 
and bringing the toes toward you 
as much as possible. You will feel 
a noticeable pulling of the calf 
muscles. Do this 50 times, morning 
and evening. 
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| Seven Colors for Spring-1927 | 


Advanced Selection Aids Tanner Who Must Be 


Forearmed in Skin and Dye Selection 


Textile Color Card Association, seven colors were selected for the Spring and 


L T the recent meeting of the shoe and leather committees held in the office of the 


Summer seasons, 1927, as follows: 


Parchment with a rose tint. Worn not as a substitute 


1. Pastel Parchment... __. 
for white but by the smart woman with white and very 


light shades. 
I Soy st.5p a tere @ A light sand shade. 
3. Rose Blush ........... A beige with a rose cast, lighter than Marsala. 
ere A light clear pearl grey warm in tone. 
a Retained from the Fall Color Card. 
6. Hampstead Brown... .. . Retained from the Fall Color Card. 
7. Spanish Raisin......... A dark wine shade with warm base. 


Stroller Tan and Hampstead Brown are for both men’s and women’s shoes. 





Joint Styles Meeting November 4 


‘ pg joint styles conference of the allied industry, to decide upon a shoe style program for 

the spring of 1927, will be held at the Hotel Astor, New York, on the evening of Novem- 
ber 4, according to information from the offices of the National Boot & Shoe Manufacturers 
Association. Conferences to arrange the program are being held frequently. It is probable 
that the program will follow the form established at the February conference, when a night ses- 
sion and style show was held, followed the next morning by a meeting of the joint styles com- 


mittee to map out the actual program. 
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Strap buckle grip on ring 











Sure-tie knot for ties 


















Center ring effect 
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New Fitting Controls 


The Very Narrow Strap Has Developed 


New Fastenings 


' 


NE of the most interesting de- 

velopments in the trade is the 

interest in novel and tricky 
methods of adjusting straps in fine 
feminine footwear. Inventive genius 
comes to the fore in developing 
clever buckles that are both orna- 
mental and useful. 

One of the first on the market 
was a simple ring fastened to the 
side of the shoe, the narrow strap 
having a buckle on it which, when 
inserted under the ring, was caught 
at the shoulder of the buckle, giving 
a secure grip to the adjustment. 

Then followed a very clever 
method of taking two loops and so 
arranging the leather straps that 
they gripped and held only by the 
pressure of the two leathers. 

The gore control we have had with 
us for a long time, usually inserted 
under the throat to be covered by an 
ornament or a leather bow, but now 
given a dozen new places on the 
shoe. With new high riding straps 
the goring comes in the center of 
the instep and is covered by a roule 
leather bow. This is one of the 
creations of Wolfelt, utilizing for 
decorative purposes a leather colored 
on both sides in different shades, the 
twist of the leather revealing both. 

One of the famous fastenings in 
feminine dress has been the ball and 
socket Kohinoor. This has been re- 
vised by Mr. Waldes and made a 
very effective fastener for a strap 
shoe. The ball and socket has been 
reinforced with a little leverage arm 
so that it could not pull out. 

We are illustrating several of the 
new methods of strap control. Most 
of these have come into fashion in- 
terest through the fact that there 
is a call for a very thin, light strap, 
and the difficulty of cutting a but- 
ton hole has made the designer turn 
to these new fastenings. 

We illustrate a lace bow for a 
very definite reason. Many a sale 
of a tie has been spoiled because the 
woman found that no matter how 
she laced and tied her shoes the bow 
would lay perpendicularly on the 
foot, instead of horizontal, as it 
should be. 

Now there is a trick in tying a 
bow that can be transmitted to the 
public. Any veteran shoe man 


knows how to make the bow lay flat 


on the foot. He does it by tying the 
knot under instead of over as usually 
is the practice. In the new oxford 
types of shoes, especially with two 
and three eyelets, teach your public 
how to make the double bow where 
you put one of the loops in under the 
knot before you draw the whole bow 
tight. This double effect positively 
holds the knot so that it will not slip. 

It is the easiest thing in the world 
to teach the public how to tie these 
bows correctly. If you have shoes 
with laces, or ribbons, instruct your 
clerks on how to tie a bow correctly 
and how to tell the public. It really 
is one of the things that makes or 
breaks the sale of tie shoes. 

A buckle has been invented that 
purposely takes into consideration 
that bows are so poorly tied. It is 
in the nature of a complete buckle 
that fastens right over the lace 
stays. The shoe is tied in the or- 
dinary way, and the knotted bow is 
made. Then the whole of it is con- 
cealed under the buckle. It is a de- 
vice known as the Ambecor. 

As a sign of progress this interest 
in the adjustment features of foot- 
wear is leading the trade into many 
new and clever effects, and the end 
is not yet in sight. 





The Ambecor buckle that conceals the 
lace front 
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Policies That Help Pull Trade 


Cenreuns Windows, Chiropodists and Separation 
of Price Lines Build Up Fontius Business 


Partial view of main floor showing balcony on which is situated Foot Com- 
fort Station and general offices, the Fontius Store, Denver, Colorado 


viewed, the Fontius shoe store 

of Denver, Colo., is a great 
retail shoe merchandising institu- 
tion, great in size, great in the 
amount of patronage enjoyed, and 
great, as well, in those essential at- 
tributes which give a shoe store per- 
sonality, attractiveness, and that in- 
describable quality which radiates 
success as a rose radiates its. deli- 
cate yet unmistakable fragrance. 

The Fontius store is great in the 
physical sense, occupying almost a 
half block in length at 16th and Wel- 
ton Streets, and a reasonable dis- 
tance in width. 

One of the primary factors ob- 
viously responsible for the remark- 
able patronage enjoyed by this store 
is the fact that every square foot of 
the. exterior of the store facing the 
streets is given over to show window 
space. A show window almost a half 
block long extends along .the’ north 
of the store. 

The show windows at the front, 
whilesnot -so Tong, of course, are 
doubled in. frontage by their. manner 
of construction, and are worthy ad- 


| 1 ROM whatever angle it may be 


vertisements of a store interior 
which leaves nothing to be desired in 
the way of beauty and practical ar- 
rangement. 

On the main floor of the Fontius 
shoe store are approximately one 
hundred chairs and seats for the use 
of customers. 

One of the most interesting pol- 
icies employed in the Fontius shoe 
store revolves about the task of tak- 
ing care of the customers’ feet. Two 
expert chiropodists are employed in 
the Fontius store, Dr. Corbing and 
Dr. Reisch, and during store hours 
their services are absolutely free to 
customers. Patrons of the Fontius 
store having foot trouble of any kind 
are treated free, whether the trouble 
be in the nature of corns, bunions, 
fallen arches or any of the other foot 
ailments to which so many persons 
are subject. 


P on the balcony these two foot 
specialists reign supreme in their 
section, and here will be found near- 
ly every type of preparation which 
has been found successful in curing 
anything from sweaty feet to the 


most painful corns and bunions, as 
well as standard preparations for 
strengthening weak arches and other 
foot diseases and weaknesses. 


T is part of the job to help the 

patron select shoes which will be 
comfortable even during the period 
while a cure is being effected. Hence, 
these two employees doctor not only 
the feet, but the shoes as well, mak- 
ing them adaptable to the patron’s 
foot troubles. 

“It takes a lot of real money to 
pay those two men their weekly 
wages,” said a store executive to the 
correspondent, “but the way they 
build business for us, it has proved 
to be a mighty good investment for 
the store. 

“You’d be surprised what a big 
percentage of people have foot 
trouble of one kind. or another. Many 
progressive shoe stores have found 
it advantageous, in a business way, 
to work over new shoes so that they 
will be as comfortable as possible on 
sore feet. 

The first or main floor of the Fon- 
tius store is devoted to. the higher- 


[CONTINUED ON PAGE 57] 
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Sources of Fashion 


Authentic Information from Our 


Sister Publication—The Dry 
Goods Economist 


UTHENTIC sources of 

A asin information are 
: important to the mer- 
chant if he is to have a firm 
foundation of fashion fact on 
color, materials, and the gen- 
eral trend of footwear selection. 
There must be a fashion rea- 
son for the purchase of shoes, 
because if bought for utility 
alone women would be in the 
market for very few pairs. The 
shoe must fit into 
the scheme of 
dress, and we are 
particularly fortun- 
ate in having avail- 
able to us the com- 
plete fashion facili- 
ties of the Dry 
Goods Economist, 
the leading busi- 


at the hem of the skirt. One 
of the dominant things was 
turquoise blue velvet in a new 
blue called “Forget-Me-Not.” 
* * * 
We continue to see a 
e great of fringe used, 
especially in the evening mode 
—silk fringe, bead fringe, and 
fringe made of flat sequins. 
Among the newer fringes used 
is that of metal, similar to that 
which adorns the 
military uniform. 
Gold military 
fringe is used to 
achieve the effect 
of tiers in a metal 
brocade and green 
velvet evening 


dress. 
* 









* 


ness publication of 
the fashion and garment world. 

Shoes of the advance season are falling 
into natural classifications. Shoes for day- 
time wear, for sports wear, for dressy 
afternoon wear, and for evening wear— 
each shoe performing a definite function. 

The place of footwear in the scheme of 
dress can be more readily interpreted for 
your own community by the advanced in- 
formation herein given of fashions in 
clothes. It is for you to sense the fashion 
speed of your own community and to select 
a stock that will be up to the minute of 
that fashion presentation. 


Cc 








METALS, metals, everywhere! And 
e it is surprising to see the various 
ways in which metal cloth is used. Not 
confined to evening clothes or dress designs 
of very formal mien, but to make simple, 
youthful two-piece frocks as well. And the 
thing about these metals they are using 
this season, and which recommends them 
so highly, is that they are so soft and sup- 
ple and can be handled just as any soft silk 
would be. 
x * * 
Tiers, not new in themselves, but new 
e in the vari- 
ous treatments of 





Many stores suffer the fate 
of selecting footwear fashions 
after the garment vogue has 
started to recede. Some few 
stores have had the experience 
of picking a style ahead of its 
fashionable adoption. To be 
right on the minute with the 
garment style vogue is some- 
thing that must be sensed by a 
study of information such as 
given on this page, supple- 
mented with opinions from 
your local dress houses with 
whom you are friendly. 

The Silk Association of 
America at its recent fashion 
revue at the Hotel Astor, New 
York, featured velvet, for both 
day and evening wear, with a 
marked use of drapery creating 
very often the uneven fashion 


them, continue good. Very 
often one finds the tiered effect 
attained by the use of fringe. 
Present indications do not 
show that the tiered skirt will 
become cheapened and_ sud- 
denly die by reason of its be- 
ing ‘“done-to-death,” but be- 
cause it presents such a varied 
means of development it seems 
as though it cannot quickly be- 
come monotonous. This two- 
piece design in black moire 
features the tiered skirt, the 
upper tier being of ribbon fin- 
ishing in a bow. The ribbon 
also bands the jumper. Ermine 
makes the collar. 

* * * 


D —Among the coat ma- 
e terials sponsored this 


season,, dull broadcloths hold a E 
[CONTINUED ON PAGE 57] 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
= leather, their production and distri- 

tion, 








A Season Well Started 


EVER has the retail shoe trade had a better 
opportunity for profit than in this last quar- 
ter of the year. The first weeks of September 
have opened up with a remarkable burst of busi- 
ness at retail. 
These reports are not local to any one district 
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or division of the country. They are not subject 

to the whims of weather, although many a store 

has been aided by the sharp, crisp fall-like days 
which have appeared ahead of their schedule. 

There is a volume of business that comes with 
the Jewish holdidays that has contributed to the 
sales in big metropolitan centers. 

The return to school of a greater army than has 
ever before answered the school bell has brought 
its proportion of increase in footwear demand. 

Shoes this fall have been remarkably fortunate 
in both their style and timely demand by the pub- 
lic. If the same momentum can be carried through 
the months remaining, the year 1926 will show a 
real merchant profit. 

Frank P. Meyer of Danville, Ill., is one of the 
reliable prophets of the trade. He says, “We will 
have better business this fall. Indications point 
that way. Also, it is my firm belief that better 
merchandise will be sold from now on. Both men 
and women are getting tired of shoes that do not 
fit or wear. But from observations which I made 
at the last Illinois convention it is evident that 
merchants are getting a better profit than they 
formerly did. This will mean better business for 
both wholesaler and manufacturer as well. The 

shoe business has never been productive of suffi- 
cient profits to keep it on a par with either mer- 
cantile or professional businesses, and the shoe 
business is just a little of both. Let’s move for- 
ward with confidence in the opportunities of the 
future.” 

That’s precisely the spirit that will make the fall 
business one worthy of the best efforts of the in- 
dustry. We are also achieving in the shoe indus- 
try a better understanding of how to use style as 
an aid to more business and more profits. 

Fewer and better styles are being selected with 
more fitting sizes on each style. No longer is it 
necessary to buy a jumble of styles to tickle the 
eye when an adequate stock on good fitting lasts 
and well selected patterns, with more sizes and 
widths on each order is eliminating disorder in the 
shoe store and making business better. 

All up for the biggest fall business in the expe- 
rience of the trade. 


Not Enough SHOE Stores 


ERHAPS the long distance record for continu- 

ous traveling away from home plate is held by 
Harry R. Terhune, Field Editor of the BooT AND 
SHOE RECORDER, who returns to headquarters this 
week after having visited every State in the Union, 
without exception, this year. He has crossed the 
continental divide eight times at various alti- 
tudes from 3000 ft. up to 9500 ft. He has cov- 
ered from Brownsville, Tex., to Vancouver, B. C., 
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and from Eureka, Cal., the most western point 
in the United States, back to Boston. 

His journey was made by auto, and our Field 
Editor now holds the national record for acquaint- 
ance with retail shoe merchants. He has been in 
more shoe stores in the five years that he has 
been serving the BooT AND SHOE RECORDER than 
any living man in the shoe industry. That was his 
job. 

He gave information and inspiration as well as 
gathered stories of how merchants actually did 
things so that it truly could be said that the Boor 
AND SHOE RECORDER is closest to the pulse of the 
retail merchandising industry. We have received 
many letters indicating how practical ideas, out of 
the experience of some merchant whom he visited, 
were responsible for progress and profit to shoe 
stores everywhere. 

A year continuous on the road, and what would 
you say was his outstanding observation. Pre- 
pare for a surprise. Here it is: 

“The statement is entirely wrong that there are too 
many shoe stores. I agree that there are too many 
places having shoes for sale, but there are not too 
many—what shall we call them, shoe service stations 
—clean, bright places, where one may buy good fit- 
ting shoes from a cheerful person that knows his 
business.” 

There you have in a very simple statement an 
epic from the journeys of a well-traveled shoe man. 

Harry knows shoes. Twenty-five years in shoe 
stores and store management and in service to the 
public. 

Why has he contributed so much to the develop- 
ment and progress of retail merchandising? Be- 
cause in his big, wholesome, whole-hearted way he 
has been an optimist ever. Merchants have un- 
burdened themselves to him, telling their trials 
and tribulations. The 
weight of their sorrows 
would have made most any 
one a cynic and pessimist 
on the shoe business. But 
what do we find? 

He has faith in the shoe 
business. He has faith in 
the younger generation that 
is coming into the merchan- 
dising of shoes. 

He has faith in the prog- 
ress that will be made. 

He looks upon the shoe 
trade, knowing its short- 
comings, and considers it 
the greatest industry for 
social service, because he 
believes health and happi- 
ness is a contribution of 

any store that maintains 


well-to-do 


too, 


us!— 


pu’s; 


me 


to be! 






Home Town Is Best 
IGHT here at home, boys, where a 

Man’s plenty rich enough—and knows it, 

And’s got a extry dollar, any time, 

To boost a feller up ’at wants to climb 

And’s got the git-up in him to go in 

And git there, like he purt’ nigh allus kin! 

Right here at home, boys, is the place fer 

Where folks’ heart’s bigger’n their money- 

And where a common feller’s jes’ as good 

As ary other in the neighborhood: 

The World at large don’t worry you and 

Right here at home, boys, where we ort 


James Whitcomb Riley. 
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fitting standards and keeps pace with the beauty 
in footwear that makes the purchase of new shoes 
a contributing pleasure to mankind’s progress. 
He loves the open road and after a well-earned 
vacation will be in the driver’s seat again. 


Style advice at Home 


MERCHANT in a large western city has two 
daughters of high school age, who never come 
in his store except when they need new shoes or 
stockings. Of course they might come in for movie 
money or something like that, but generally their 
reason is for new shoes. 
BUT, he seldom has what they want, so spends 
a lot of time trying to have them take what he 
has in stock. Then he gives up the job in disgust, 
assigning one of his boys to finish the job. Usually 
he has to send away for a pair or two. Our travel- 
ing editor witnessed one of these family parties. 
When it was over he asked him why he did not 
have his girls help him select his styles. Then the 
shoe merchant hit the ceiling for fair. The edi- 
tor’s comeback was, that if he could not suit his 
own family what chance did he have of selling the 
rest of the girls in town? If his daughters knew 
more about what the school crowd wanted before 
he did, why not let them advise him? Anyway 
he would have some one else to blame when he 
fails to hit the right thing. 


The Last Pair Profit 


HERE is one big item in the shoe business to- 
day and that is the “art” of watching the odd 
* pairs that accumulate in any store. This is really 
the big trouble in the retail business at the present 


time. 


If a clothing merchant 
buys twenty suits and sells 
eighteen and the last two 
are left on the shelf, then 
he has not made anything 
on the suits he sold. 

The same with shoes, 
sell the last six pair. The 
buyer can do his part by 
buying the sizes that are 
not already in the store and 
the floorman can see that 
all the last pairs are sold. 
Even if you have to sell the 
last six pair for cost you 
are making a profit. This 
should be the aim of every- 
one in the retail business, 
and if everyone does his 
part there will be more 
money made. 
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TELL- U-HOW 


A Boot and Shoe Recorder Department 
in which will be found the solution of 
merchandising problems submitted by 
merchants to O. K. Johnson, Associate 
Editor of Merchandising Practice 
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The Inquiry 


Would you please give me the 
dope on the following—A friend 
and I are thinking of starting a 
shoe store in We find that 
a good store room in a fairly good 
location can be had for about $400 
per month. Now what would be 
the best kind of shoes to handle, 
cheap or medium priced? Or would 
jobbers’ merchandise be the best? 


past five or six years pay approxi- 
mately 4 per cent for rent, that is 4 
per cent of their total sales at re- 
tail prices. This means that typical 
stores paying $4,800 a year for rent 
would have a gross volume of sales 
of about $120,000. That is a lot of 
business, as you know from your 
experience in the shoe business as 
a store manager. It would doubt- 
less take you a long time to build 
up a business of $120,000. Sales at 


them. Because, if you are serious- 
ly considering this business enter- 
prise, you want to face all the facts 
and measure the undertaking care- 
fully. 

If your rental ran 5 per cent of 
sales, you would have to do a vol- 
ume of $96,000. If 7 per cent, sales 
would be $68,000. If 10 per cent, 
you would have to sell $48,000. 

You would need to figure your 
rental on a very high basis for a 


If so, where can I buy this 
jobbers’ merchandise best? 
About how much capital 
would this require? Would 
appreciate a word in regard 
to this. 


The Answer 


Starting a 
New Store 


) 7 OU do not give very 
much information 
about your problem; 

only two items of fact—the 

city in which you think of 
starting a shoe store, and the 
rent which you would have 
to pay for a suitable store 
room. It would require more 
information before complete 
answers could be made to all 








Be cautious in making a beginning and 
be willing to be humble, putting the least 
necessary amount of money into fixed 
assets, keeping as much capital as possible 
liquid. Be careful not to impair or reduce 
your capital; keep it all working for you 
in your business. Go slowly and cau- 
tiously at all times. Buy merchandise in 
as small quantities as possible while main- 
taining stocks at a point where the needs 
of customers can be met efficiently. Buy 
merchandise for cash. If your own capi- 
tal is not sufficient to pay cash for all 
purchases, borrow at the bank, pay cash 
according to the manufacturer’s terms, 
and take your cash discounts. Keep a 
good big balance in your account in the 
bank at all times. That is the way to 
keep a good. line of credit open at the 
bank. Maintain friendly relations with 
the bank, and consult your banker and 


while, because I do not imag- 
ine that you could do a busi- 
ness, during the first year or 
two, amounting to as much as 
$48,000. Do you think you 
could? 

You have, therefore, raised 
a very important question 
when you speak first of ren- 
tal. The question is for you 
yourself to settle. It seems 
that there are two courses 
which you may take, assum- 
ing that you have decided to 
go into the shoe business. 
You may decide that it is 
wise to pay $4,800 rent and 
then devote yourself to the 
task of merchandising a 
large enough volume of foot- 
wear to enable you to pay 
this amount and make a prof- 
it. Or, you may feel that it 
is much better to select a less 





of your questions. The fol- 
lowing suggestions go as far 








take his advice. 








expensive store room and de- 





velop a store and a merchan- 





as it is possible to go with- 
out further facts. 

You say that your rent would be 
about $400 a month, or $4,800 a 
year. The question is: Do you 
think you can open a store in your 
city and do a large enough volume 
of business to justify such a rental 
expense? I am not asking the ques- 
tion because I doubt that you can 
do it, but for the purpose of cen- 
tering your thought for a few mo- 
ments upon the size of the business 
which would justify such an expen- 
diture. 

Typical shoe stores, according to 
surveys and reports made -in-the 


the beginning and for a year or two 
and three years, are likely to be 
smaller than they will be later, and 
your profits for a time, until your 
store is thoroughly established, are 
quite certain to be very small. 
You may ask if it is possible to 
figure rental for a time on a higher 
percentage basis. Yes, that is pos- 
sible. Until volume begins to come 
your way it will look as though all 
you are doing is to spend money. 
Suppose you do figure your rental 
at a higher percentage, look at the 
facts and see what you think of 


dising plan on the basis of 
selling a smaller amount of foot- 
wear. 


Rental Figured on 
Volume of Business 


The first point to settle, in this 
connection, is the amount of busi- 
ness you think you can do in your 
new store. If you believe you can, 
in a reasonable length of time, 
build up a business of $75,000 to 
$100,000, it may be feasible for you 
to take the store you are thinking 
about and pay $4,800 rent. Such a 
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volume would keep your rental per- 
centage within reason. 

Now, then, a word about your 
city. I think very highly of cities 
in the Middle West, as likely to be 
good cities for shoe retailing. This 
holds good of the city you name. 
Only three cities in your State are 
as large. It has some worth-while 
manufacturing interests. Among 
its nearly hundred thousand people 
are professional people and mer- 
chants who would make good cus- 
tomers for any shoe store. Enough 
store and office and factory em- 
ployees are there to make several 
shoe stores profitable. And round 
about your city is a broad stretch 
of fine farming territory, without 
many towns in the immediate sec- 
tion in which people live and work 
but come into your city to do their 
buying. As a prospective territory 
for the establishment of a shoe 
store nothing can be said against 
the community you have selected. 


Must Consider 
the Competition 


But there is a further point to be 
investigated. What about the com- 
petition you will face if you open 
a shoe store? Is your city already 
full and overflowing with shoe 
stores? ‘Are they successful and 
profitable? Do they bring to the 
community the sort of footwear and 
the kind of store service the people 
want? Or is there a good opening 
there for some sort of shoe store 
to supply requirements which are 
not met by the stores already estab- 
lished? Is the competition of a sort 
which you can meet successfully, 
drawing trade from the community 
in the face of everything that es- 
tablished stores are now doing to 
hold their regular customers and 
add new customers? 

This matter of the competition 
you will have to buck up against is 
entitled to your serious investiga- 
tion. Here is something that you 
might try. Take pen and paper. 
Enter the following memorandum: 
The name and address of every 
store in your city selling shoes. 
Size of each, whether large, medium 
or small. Successful and profitable, 
or otherwise. Grade of merchan- 
dise carried, whether highest qual- 
ity, medium quality or low grade. 
Estimated volume of _ business. 
Study these various facts and see 
what you think of them, in view of 
the circumstance that you are going 
to try to do business with the very 
same people from whom all these 
other stores also must get their 
business. Then, add another item 


to this list: The name and address 
of your own store, and all the other 
facts about your own proposed 
business, covering the details which 
you have already listed about your 
competitors’ stores. Then, sit down 
at your desk and study all the facts 
over again, comparing each one 
with the corresponding memo- 
randum you have made with regard 
to the business you anticipate 
establishing. This is a most en- 
lightening proceeding. Having 
done this, you may feel that you 
have given suitable consideration 
to the competition in retail shoes in 
your city. This proceeding ought 
to develop the answer to the ques- 
tion as to whether the field offers 
you a real opportunity to build up 
a good business. 


Kinds of Shoes 
to Handle 


You ask about what kind of 
shoes to handle, whether cheap or 
moderate priced, or whether to 
handle a jobbers’ line. 

There are several factors which 
must enter into the consideration 
of this question. One of them is 
the matter of your own experience. 
What sort of shoes are you familiar 
with? Have you sold only cheap 
shoes? Or have you sold moderate 
priced and high priced footwear? 
Do you know how to sell all grades? 
How competent are you to buy and 
merchandise all grades? Or are 
you limited by your experience to 
one kind only? This is something 
to which you ought to give much 
thought, for the personal ability of 
a merchant has a great deal to do 
with determining whether or not 
he can succeed. It would be haz- 
ardous for a man who had sold 
only $3.50 to $5 shoes, to try to 
run a store where only $8, $10 and 
$12 shoes were sold. No one can 
very well help you on this point. 
You know the answer yourself. 

What your competitors are doing 
may influence your decision as to 
just what kind of footwear you 
ought to carry. Where is the best 
opening for you in your city? In 
high grade and medium grade 
shoes, or medium grade and mod- 
erate price shoes, or in low price 
shoes? If lots of the stores are 
selling rather low grade merchan- 
dise, and it looks as though you 
could do better with higher grades 
of goods, then you ought to stock 
the medium and better grades. 

In considering what kind of shoes 
to buy, you will be influenced by 
thoughts of the buving preferences 
and habits and abilities of the peo- 
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ple in your city and the surround- 
ing territory. With what knowl- 
edge I have of your city, and the 
country around it, it would be my 
opinion that the people would be 
able to buy, and inclined to buy, 
pretty good grades of footwear. 
Think this over carefully. - Let me 
ask a few questions. Don’t you 
think thousands of women in your 
community want to buy shoes at 
$7, $8.50 and $10? Don’t you think 
thousands of men want to buy 
shoes at $6, $7.50 to $10? You 
have lived some time in your city. 
What is your opinion about these 
things? 

You will want to carry the grades 
of footwear that the people who are 
to be your customers want to buy. 

In this connection, let me say if 
you will write us further on this 
matter, and tell us what grades you 
think will sell best, I shall be glad 
to send you a memorandum of shoe 
factories where you can buy these 
grades satisfactorily. You may 
confidently write any of the shoe 
manufacturers advertising in THE 
RECORDER, in the assurance that you 
will find their product what they 
represent it to be. I shall be glad 
to supply further information not 
usually included in factory adver- 
tisements. 

That last question, as to the 
amount of capital needed, is, of 
course, a very important one with 
you, as it is with everyone else who 
is planning to go into business. 
And it is a difficult question to an- 
swer, in any specific instance, be- 
cause of the differences that exist 
among men and because of the 
varied circumstances under which 
business is transacted. What would 
do for one man will not do for 
another. What will go in one com- 
munity will not go in another. 
What will meet the approval of one 
banker may not suit the ideas of 
some other. 


Amount of 
Capital Necessary 


If you open a store and do 
$100,000 worth of business, you 
might get by all right if your cap- 
ital were $18,000 or $20,000. But 
the probability is that you would 
be hampered by lack of capital. It 
would be much easier if your 
capital were at least $25,000, and 
it would be still more comfortable 
for you if it were $30,000. When 
I speak this way, it is mainly from 
the point of view of efficient mer- 
chandising and peace of mind for 
the merchant. 

I feel like recommending a 


[CONTINUED ON PAGE 58] 
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Business Moves Steadily Forward 


Crop and General Conditions Map 








BOOT AND SHOE RECORDER 


As of August 21, 1926 





GRAYE FORKS 





DEnvER 






































Woe AMARYL TE ew YORK 
a= RENTON 
Te is % ) 


TAMPA 





MIAMI 


; Business Bulletin 
LASALLE EXTENSION UNIVERSITY 








This is the original Douglas Condition Map, in use over thirty years for business purposes. 


Conditions in both 


industrial and agricultural sections remain about the same as last month, but with the general trend toward 


improvement 


By Archer Wall Douglas 


In Cooperation with the Research Staff of La Salle Extension University 


HE most remarkable and sig- 
nificant feature of the busi- 
ness world during the summer 
months was the absence of that 
general slowing down in activity 
which has nearly always char- 
acterized hot seasons of the past. 
There was a steadily increasing 
volume of production and move- 
ment of merchandise as the days 
lengthened. 

The cause of this forward move- 
ment resided mainly in the realiza- 
tion of business men that they 
themselves are largely masters of 
the course of business progress— 
that they, in a hitherto un- 
suspected measure, can control the 
character and extent of the course 
of business in the near future. 

In the story of the various lines 
of. industry that follows, it will be 
evident that each line has been suc- 
cessful of late largely in proportion 





to the extent that it has been able 
to take advantage of fundamental 
changes in the business life of the 
day. 

Notable progress has been made 
in the control of output—usually 
implying control of prices as well— 
and in stabilizing output and 
prices. There is also better con- 
trol of money and of credit sup- 
plies, more efficient transportation, 
more careful budgeting of costs, 
expenses, production, and _ sales. 
Furthermore, there are now en- 
lightened relations between em- 
ployers and employees, resulting in 
better teamwork. There is greater 
mass production, with a _ conse- 
quently lower cost per unit. In 
this lies the chief value of labor- 
saving machinery, since it brings 
the costs of machine-made articles 
within the reach of many who were 
unable before to purchase the high- 


priced hand-made article. In this 
way modern business is fast being 
democratized by depending more 
and more for its customers upon 
the great mass of people. 


UCH are some of the fundamental 

improvements which underlie the 
steadily forward movement of pro- 
duction and distribution during the 
summer months. These improve- 
ments are straightening out the 
curve of general business activity, 
ever lessening the range of ex- 
tremes in the ups and downs of the 
volume of sales and production 
from period to period. The result- 
ing stability of prices and costs 
greatly reduces the risk element in 
business management. But com- 
petition is keener, and the need for 
more scientific control of business 
operations, such as that of budget- 
ing sales and expenses, is stronger. 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 


Edited by Helen M. Haney 














How Voekel of Houston Developed a 





Scientific Retail Shoe Salesmen’s Unit 


1 HE supervision of a sales force 

of 14 men that are working at 
top speed all day long selling 
novelty shoes to women, requires 
considerable tact. Salesmen are 
bound to have their good days and 
their bad days, days when they can 
sell every customer and days that 
they will strike the “tough ones” 
all in a row. Arthur Voekel, man- 
ager of Paul’s Shoe Store, Houston, 
tells how he keeps his men satisfied, 
contented and, what is more impor- 
tant, on their toes. 

















“Salesmen must be clean gentle- 
men” 


Try Weekly Round Tables 


“First, we try to have a well-bal- 
anced salesforce, composed of vari- 
ous types of salesmen. It has been 
proved that the best results can be 
obtained by having a mixed crew, 
rather than having all of the same 
kind. We insist, however, that they 
must be clean, alert gentlemen, pri- 
marily; then salesmen, second. One 
of the best ways of welding the men 
into one compact selling organization 
is through our weekly round table 
meetings. There, store policies are 
ironed out. But the real, big thing 
that we put across is the developing 
of an aggressive unit. Just as a 


football coach instills team work 
into his crowd, so we try to instill 
the same thought. The developing 
of the stars is more a matter of 
course, with the greatest stress laid 
on intensive cooperative team work. 
To make these meetings still more 
interesting, we have one of the 
teachers from Rice College talk to 
us on ‘Psychology.’ 

Personal Following Encouraged 

“So far as possible, the men are en- 
couraged to work up a personal trade 
by supplying them with personal 
business cards that bear their names. 
Through this means, we are endeav- 
oring to spread out the selling period 
a little more evenly. If a salesman 
knows a customer fairly well, he 
may safely suggest that she do her 
buying in the morning, when the 
store is not so crowded. 
Rule on “Pms.”—Keep Stock Clean 

“The most equitable method of 
compensation to both the store and 
the salesmen is to give the men a 
liberal, guaranteed drawing account, 
basing their pay on a commission 
plan. The Pms. are considered as 
extra, not being a part of their reg- 
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He may suggest to her that she 
buy in the morning when the 
store is not so crowded 


ular salary. Each salesman is re- 
quired to sell twenty-five pairs of 
Pm. shoes each week, so with more 
than three hundred pairs going out 
weekly, the stock is kept quite clean. 
It is seldom that we reorder on a 
pattern, lines averaging from 72 to 
200 pairs each. When they are down 
to ten pairs they are automatically 
considered a short, or Pm. line. 


Post Salesmen’s Standing 


In the stock room, we post each 
day, on a blackboard, the standing 

















He developed an aggressive sales 
unit 


of the men, in relation to the num- 
ber of Pm. shoes sold the day pre- 
vious. The number of pairs are not 
listed. The rotation in which men 
are called to wait on customers is 
governed by the time the salesmen 
enter the store in the morning. The 
first man in gets the first: customer, 
and so on.” 


“Late again, O’Malley,” roared the 
boss. “How do you account for this 
persistent tardiness?” 


“*Tis inherited, sir,” answered 


O’Malley. “Me father was the late 
Michael O’Malley.”—Good Hard 
ware. 
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Testing the genuineness of mid- 
night blues 


Let’s Tell ’Em 
That “Midnight Blue” is not in- 
tended for midnight wear only. 


That shoe laces do not get their 
tips from those whom they serve. 


That divinely tall girl with six 
feet of grace and beauty means no 
more to the shoe salesman than any 
other girl with only her two feet. 


A Question 


“Did you ever?” 
“Ever what?” 
“Pick pairs from a shoe tree.” 


Tried And True 
“You just try it on,” she said. 
He did. The shoe fitted her foot 
perfectly. 


Her Guess 
Maud—She boasted that she has 
had many young men on their knees 
at her feet. 
Mame—Shoe fitters, weren’s they? 


A Why Answered 
Why let your overstock of shoes 


get on your nerve? Study out some 
way to get them upon the feet of 
your fellow men and women. 














One way of getting some of an 
overstock of shoes on the feet of 
your man customer 





IFTEEN dollars in prizes for 

the best thinkers. 

Ten dollars for the best answer 
to the current problem. 

Five dollars to the second best. 

The ideas in your letter on the 
subject are what win. Poor com- 
position and bad spelling are sec- 
ondary considerations. 

No good salesman wishes to 
turn a prospective customer over 
to another salesman—it is only 
human to feel humiliated to think 
that another, no better qualified 
in retail shoe selling can “put 
over” something that he cannot 
do. And yet there are times 
when the great majority of sales- 
men, especially selling women’s 
shoes, must turn over a customer 
which they think they cannot sell 
to another salesman. What is 
your idea of the best method of 
procedure? There are sometimes 
cases where even the most expert 
salesman cannot please the pros- 
pective customer. Should he keep 
on trying, or turn her over to 
someone else? If he turns her 
over to another salesman he loses 
the sale, it is true, but it is prob- 
ably saved for his store—where- 





The September Prize Problem Will 
Bring $15.00 to Retail Shoe Salespeople 


What is the most scientific manner of customer 
turnover? 


as, if he sells the customer some- 
thing she doesn’t like, and she © 
brings it back, both the house 
and he are losers. 


What is the most scientific way 
of turning over a customer that 
you think you cannot sell, bearing 
in mind the fact that you do not 
want to loe her trade for your- 
self, or for your store? 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 297 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN OCTOBER 4. 


Winners will be announced in 
this department October 16. Only 
men and women actually engaged 
in selling shoes and hosiery at re- 
tail are eligible to enter this con- 
test. 

If there is some “pet” subject 
which we have not previously 
talked about, and which you 
would like to discuss in some 
subsequent issue as a prize prob- 
lem solution, let’s have what’s in 
your mind! 

















Prize Problem Winners 


The August problem: ‘‘When sizes 
are shot, how can you hold a cus- 
tomer and yet lose the sale?” 
brought to the editor a bunch of in- 
telligent answers. It was difficult 
to say which was the first best and 
which was second best. In award- 
ing the first prize to W. R. Hawk, 
salesman at the Cinderella Boot 
Shop, 328 Granby Street, Norfolk, 
Va., we had in mind the fact that 
he mentioned a_ specific instance 
where his tact saved not only a cus- 
tomer, but made that customer’s 
family of five permanent customers. 

Victor J. Marks, salesman at 
Mark’s Shoe Store, Danville, Pa., 
wins the second prize, for the reason 
that he mentioned a specific case of 
a customer whom he was unable to 
fit at the time, but who two weeks 
later came in and bought from him 
two pairs of shoes and several pairs 
of stockings. 

Honorable mention is awarded to 
the following salesmen for excellence 
in ideas: Clarence S. Ketcham and 
Walter E. Barham of the Healey 
Shoe Co., Santa Rosa, Cal.; John 
Neish, Bamberger & Co., Newark; 


Wilfred West, Katzinger Brothers, 
Atlantic City, N. J.; Irving Light- 
stone, I. Winkelman, Philadelphia; 
Frank Vartey, Durham-Schmidt- 
Brown Shoe Store, Waterloo, Iowa; 
Frank O. Rogers, F. N. Arbaugh Co., 
Lansing, Mich.; John A. Legg, 
Greene & Rice, Pontiac, Mich., with 
his “special pair” customer appeal 
solution; S. T. Gregory, Buster 
Brown Shoe Store, Springfield, 
Tenn.; I. Wolff of Roselle, N. D.; 
Charles R. Bumgarden, Hamilton 
Shoe Stores Co., El Dorado, Kan.; 
C. D. Creech, Broadway Shoe Store, 
Newport News, Va.; C. H. Savard, 
salesman at Volk Bros., Dallas, Tex., 
also wrote a 100 per cent answer. 


How HE HOoLpDs AND INCREASES 
TRADE 


First prize winner Hawk said: 
This very problem confronted me the 
other day. A woman customer came 
into our store to be fitted in a white 
kid one strap, high spike heel. I 
measured her foot and found that it 
required a 514A. This size and width 
I knew we were entirely out of at 
this time of year as it was late in the 
season for whites, and this also was 
a good selling size. 
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“If you can wait on trade and 

keep a-smilin’” 

“I knew that I had a 414 C in the 
pattern she wanted, but did not want 
to show it to her as she would admire 
it and I could not fit her properly in 
it. I displayed to my customer a 
pretty white kid pump, no strap, 
using at the same time intelligent 
sales talk, but she insisted on a strap 
pattern. I explained to her that I 
had the slipper she wanted but that 
it was too small for her. She insisted 
that I show her the slipper and try 
it on. 

“T slipped on this pattern and she 
said, ‘Why that is very comfortable.’ 
I asked her to stand and take a few 
steps. She did so and said, ‘They 
feel a little tight in the toes, but 
otherwise they are comfortable.’ I 
knew they were too short, because 
when her weight was on her feet 
the ball of the foot was pushed for- 
ward in the narrow part of the 
vamp, toes assuming a cramped posi- 
tion, and the spike heel making a 
greater elevation caused more dis- 
comfort. 

“T explained to her that they were 
too short. She said, “Why, they don’t 
hurt now and when I wear them they 
will stretch, won’t they?’ I said, 
‘Yes, madam, but they will not stretch 
in length.’ 

“T suggested that she let me order 
her proper size to be delivered in 
three days time, but she said she 
needed them immediately. 


“if” 
(With apologies to Rudyard Kipling.) 
If you can wait on trade and keep 
a’smiling 
In spite of procrastinatin’ custo- 
mers who say; 
“These shoes feel just right but, Oh 
that lining, 
Is so blue, and I prefer a gray.” 


If you can keep your patience when 
Milady 
Asserts, “Size five is much too 
large; I wear a three.” 
And,—“I know those in the window 
are just right.” 
You know they-re much too small 
—tThree B. 


If you can pull down style on style 
and seem to like it 
While your prospect shows no sign 
of being sold, 
If you can stretch the pair she 
knows will right it, 
Nor stop smiling when she says, 
“This fashion is too old.” 


If, on demand, you squeeze her six 
into a number five 
Without betraying scorn at the 
abuse, 
Or make an unsuccessful try to 
please by changing buckles 
Without a mournful cry, 
what’s the use?” 


“Oh, 


If, when you say, “This is a late 
and pretty model,” 
And don’t get haughty when she 
. doesn’t like your choice, 
But vainly try to find a style to 
please her fancy, 
Not once inferring haste by action, 
or by voice. 


If you can soothe impatient, waiting 
patrons who are restless, 
Yet finish well the task that you’ve 
begun, 
You can demand the best shoe-sell- 
ing job on earth, 
And what is more, you'll be a man, 
my son! 
—The Foot Saver Magazine. 




















“Tf you can soothe impatient, 
waiting patrons” 


“Then she said, ‘I know the reason 
now that I have little corns at the 
ends of my toes, and that my large 
toe joint sometimes pains. It is be- 
cause salesmen have fitted me any 
old way just to make a sale, but you 
are the first salesman who has con- 
sidered service before a sale. You 
explained to me more about the feet 
than I ever before knew. You proved 
to me your wonderful knowledge of 
fitting footwear, and I appreciate 
this very highly. 

““T have to get a pair of Fall slip- 
pers and will leave my phone num- 
ber; when they come in, kindly call 
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“If you can pull down style on 
style and seem to like it”— 


me. I have a husband and three chil- 
dren. Two of the children need shoes 
for school and my husband needs 
work shoes. Kindly give me your card 
so that when they call Saturday, you 
may serve them. I intend from now 
on to patronize your store continu- 
ously.’ ”’ 


Boston Meets Oct. 4 


The Boston Retail Shoe Salesmen’s 
Association starts its. thirteenth year 
of educational work in scientific shoe 
selling with a dinner and an in- 
teresting program on Monday eve- 
ning, Oct. 4. One of the speakers on 
this occasion will be the Sales Au- 
thority—Joseph Ewing, who spoke 
at the merchandising conference of 
July 7, held during the days of the 
Boston Shoe and Leather Fair. So 
firmly does Mr. Ewing believe that 
more shoes must be sold by retail 
shoe. salespeople with brains, and 
that as he expresses it—“The hook, 
in all of the shoe stores merchan- 
dising efforts is the retail salesman,” 
that he will come to Boston and give 
this talk before the B. R. S. S. A. 
without charge. 


“Have you felt slippers?” asked 
the flapper customer of the new 
salesman. 

“Surely,” the salesman replied. 
“Haven’t you?” 

And just because of this remark 

















“Yes, I have felt slippers” 






















































The N. R. S. S. A. salesman sees 
to it that his customer is in good 
humor 


N. R. S. S. A. Enrolling 
Members 


Applications for membership in 
the National Retail Shoe Salesmen’s 
Association are being received by 
National Secretary R. W. Daley, of 
Daley Williams Co., 114 Bedford St., 
Boston; by President P. F. Girard, 
with the J. L. Esart Co., 10 Federal 
Street, Boston; and by National 
Educational Director, Percy E. 
Thayer, with Thayer McNeil Co., 
Boston. The national board of gov- 
ernors meet on Sept. 20 and will 
formulate further plans for the ex- 
tension of the work of getting more 
shoes sold right, the country over, 
through scientific salesmanship. 

The constitution of the new 
National, based on its aims and ob- 
jects, as printed in “The Retail Shoe 
Salesman’s Department” of the RE- 
CORDER of July 17, will soon be ready 
for distribution to new national 
members, and also instructions to 
National members 


“Enthusiastic Service” 


In this connection, National Edu- 
cational Director Thayer has the 
following to say on “Enthusiastic 
Service Through Membership in the 
National Retail Shoe Salesmen’s As- 
sociation, and its Affiliated Locals”: 

The Rotarians have as their ex- 
cuse for existence Service. 

The National Retail Shoe Sales- 
man’s Association, N. R. S. S. A., 
should have enthusiastic service— 
not plain dull, monotonous drudgery, 
but happy, contented, cheerful, op- 
timistic, constructive service—its 
members putting every bit of energy, 
pep and enthusiasm into our daily 
vocation. 

Nothing short of this program can 
bring about the three-fold result 
that we all desire to attain—namely: 
a buying public, happy merchants, 
alert and contented salesmen. 

It was eminently fitting that the 
National Retail Shoe Salesmen’s As- 
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“Shoe Fitters” Better Than 


‘Shoe Clerks” 
Wha’ D’ Y’ Say? 


Uncle Dudley said in the 
Aug. 14 “Recorder” that he 
would like suggestions for a 
new name for “Shoe Clerks.” 
Uncle Dudley thinks, as does 
“The Editor of The Retail 
Shoe Salesman” that scientific 
shoe sellers should be desig- 
nated by a name worthy of 
their profession. Readers of 
the “Boot and Shoe Recorder” 
are in accord with this idea. 
Here are some of the titles 
submitted: 

“Shoe Statician,” by Charles 
Hahn, Jr., 2824 Broadway, 
Dormont, Pittsburgh, Pa. 

“Shoe Fitters,” or “Foot Fit- 
ters,” by H. E. Hagan, 18 Vic- 
toria Street, Dorchester, Mass. 

“Shoe Fitters,” R. E. Mc- 
Laughlin, J. W. Carter Co., 
Nashville, Tenn. 

Let’s hear from you! Write 
to Uncle Dudley or to the Edi- 
tor of “The Retail Shoe Sales- 
man,” both “on the job” at 
the “Boot and Shoe Recorder” 
office. 

















sociation should have its birth in 
Boston so close to the Cradle of 
American Liberty — Faneuil Hall 
where such men as Wendell Phillips 
made American history and coined - 
the classic—“‘Whether in ‘chains’ or 
in ‘laurels,’ liberty knows nothing 
but victories.” There has been no 
time in the progress of retail shoe 
selling when a salesman could rise 
to greater heights than at present. 
Progressive merchants have caught 
the spirit of the times and salesmen 
are enthusiastically finding fun and 
profit in beating all past records. 
Where these two conditions are com- 
bined, there you will find the live- 
up-to-the minute shoe store. 

The National Retail Shoe Sales- 
men’s Association, patterned after 
the Boston Retail Shoe Salesmen’s 
Association, is prepared to enroll 
and card index all of the retail shoe 
salesmen in the United States, and 
in time we should have as earnest 
and as energetic, as intensively con- 
structive and cooperative a body as 
the National Chamber of Commerce. 


Indifference Not Tolerated 


The indifferent salesman is not 
to be tolerated. The National, the 
Boston and the Syracuse Associa- 
tions pledge their support to the 
worthy retail shoe salesman, but also 
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condemn any work for the elimina- 
tion of the unworthy retail shoe 
salesman. 

We would like to enroll every re- 
tail shoe salesman in the United 
States, as an associate, or as an ac- 
tive, member in the National. Please 
send us your name, firm name, length 
of service (dates) and we will for- 
ward to you literature on how to be- 
come successful shoe salesmen, and 
on forming successful shoe sales- 
men’s associations. 

Remember, the successful shoe 
salesman must have—PERSONAL- 
ITY, PUSH AND PUNCH. 

We have already enrolled some 
salesmen who have been in the re- 
tail shoe business for 45 years. Let’s 
all get together in the cause of 
scientific salesmanship! Favoritism 
does not count in the final analysis. 
Ability Counts with a big A. Make 
out your application, as follows— 

Name 

Firm 

Address 

Dates of Service 

Position 
Send application to—Robert W. 
Daley, National Secretary, 114 Bed- 
ford Street, Boston. 
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Syracuse Meets Sept. 21 


The first fall meeting and dinner 
of the Syracuse Retail Shoe Sales- 
men’s Association will be held on 
Tuesday evening, Sept. 21, at 6.30 
p. m., in the new Chamber of Com- 
merce private dining room, 351 
South Warren Street. The dinner 
tariff is $1.50 the plate. A speaker 
of note will talk on some trade sub- 
ject. The entertainment committee 
has a few surprises in store. Harry 
Messenger, advertising manager of 
the A. E. Nettleton Co. will donate 
to some lucky member a pair of 
Nettleton’s shoes, and a $5.00 prize 
will be donated by the BooT AND 
SHOE RECORDER to the salesperson 
bringing in the greatest number of 
applications for memberships. 




















“To hide behind a woman’s skirts” 
was once really possible 
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convention of the New York 
State Shoe Retailers’ Association at 
the Nelson House in Poughkeepsie, 
Sept. 138 and 14. The one that will 
have a far-reaching effect upon the 
entire shoe trade was the establish- 
ment of closer relations between 
chiropodists and other foot practi- 
tioners on the one hand and retail 
shoe merchants on the other. 

The - second accomplishment was 
that of paying due tribute to 
“Daddy” Gildersleeve, the grand old 
man of the shoe trade. 

The move toward closing up the 
gap that has existed and still exists 
between foot practitioners and shoe 
men came at the close of the conven- 
tion, following a masterly address 
by Dr. Reuben H. Gross, registrar 
of the Institute of Podiatry in New 
York. He spoke as a representative 
of the New York State Pedic So- 
ciety. He ably presented the prob- 
lem of closer cooperation between 
the two factions and suggested some 
possible lines of work in which the 
two could get closer together. In 
the discussion following his address 
it was brought out that a consider- 
able degree of cooperation already 
does exist and that the time is ripe 
to increase it. Action was taken 
looking toward the representation of 
the New York State Shoe Retailers’ 
Association at the next meeting of 
the State Pedic Society in Rochester, 
and “Bill” Pidgeon, Jr., probably 
will fill an important place on the 
Pedic Society’s program. 


WO big things were accom- 
| plished at the eighth annual 


EAL service on the part of the 

chiropodist to his client, said 
Dr. Gross, is helping increase the 
shoe man’s business, because it 
makes more shoes wearable. From 
this point he developed his theme 
further. 

“There is no reason why,” he de- 
clared, “the shoe store cannot be- 
come the prescription counter for 
proper fitting shoes, not only 
for orthopedic and semi-orthopedic 
shoes, but for all shoes in general.” 

He suggested that shoe men and 
foot practitioners learn to know 
each other and to work together, but 
condemned the practice of giving 
commissions. In the discussion that 








-BOOT AND SHOE RECORDER 


Big Accomplishments at N. Y. 


State Retailers’ Convention 


followed Mr. Pidgeon told how the 
cooperation is worked in Rochester, 
and particularly in his own store. 
The shoe merchant keeps a supply 
of foot practitioners’ cards, number- 
ing a dozen or twenty, on hand, filed 
in alphabetical order. A shoe cus- 
tomer needing scientific attention is 
handed one of these cards. The 
next customer gets the card of a 


PQeanssras passes it over to 
Watertown. Here is Charlie Miller, 
president for 1925-1926, passing over 
the office for 1926-1927 to E. P. 
Elitharp of Watertown. If you don’t 
happen to know these regular fellows, 
the one in the light suit is President 
Elitharp 


different practitioner and so on 
until the cycle is run and then begun 
over again. 


R. GROSS, in response to ques- 

tions, asserted that in his ex- 
perience there has been remarkable 
improvement in the real fitting of 
shoes in the last few years; that 
neither the rigid nor the flexible 
shank should be prescribed for all 
foot ills, and that the short vamp 
high heel shoes for women were de- 
veloping increased foot trouble par- 
ticularly in front of the ankle and the 
leg tendons. On the latter subject he 
told of a number of clinical meetings 
among pedic practitioners to consider 
methods of treating these ills. He 





also ventured the opinion that in 
most cases the heel to ball measure- 
ment in fitting shoes is proper. 


HE convention got under way 

Monday morning with J. T. Huff, 
chairman of the Poughkeepsie Com- 
mittee of Arrangements, in the 
chair. Following Chaplain Gilder- 
sleeve’s invocation came an address 
of welcome from Mayor Lovelace of 
Poughkeepsie and President Charles 
T. Miller’s address, in which he 
sketched the accomplishments of the 
association during the past year. 

Following routine convention busi- 
ness the meeting adjourned for the 
inspection of manufacturers’ ex- 
hibits, also located in the Nelson 
House. In the afternoon the ladies 
in the convention group were given 
a theater party, while the men con- 
vened for another session at which 
Miss Lucy Parks, associate editor 
of Harper’s Bazar, and John Slater, 
the veteran war-horse of retail shoe 
conventions, were the principal 
speakers. These addresses were fol- 
lowed by an open forum on styles. 

Miss Parks, in her remarks, 
stated that the retail shoe merchant 
must study real style and educate 
his sales force along the same line, 
so that proper style advice can be 
given the customer. 

“Women generally,” she said, “are 
learning more about style and do not 
blindly jump on two or three novel- 
ties. They are learning to pick 
styles that suit their own individual- 
ity. The ensemble effect in harmony 
is as important now as it ever was 
and women are thinking of shoes in 
relation to all other clothing acces- 
sories and striving for harmony.” 


MONG the style information she 
gave the convention was that 
light stockings and short skirts will 
continue in vogue, that patent leather 
holds sway because of the slender 
lines in costumes, that black satin is 
particularly good because it fits in 
with the new red shades in costumes, 
that suede is better this year be- 
cause of the tendency toward smooth 
finished fabrics in dresses and coats, 
and that buckles are good for the 
same reason. 
For semi-sport and morning wear, 
she said, the light weight woolens 
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are in vogue and most of them are 
too light in texture for heavy ox- 
fords, thus bringing about a demand 
for light kidskin footwear among the 
smart dressers. 

Mr. Slater discussed general shoe 
conditions and said, in part: 

We do not in this business of 
ours make the money that we are 
entitled to for our investment, busi- 
ness acumen and commercial risk 
which we undertake daily. What is 
it that we lack? It is personality? 
Have we as a class always tried to 
do a volume business when in real- 
ity we were only dispensing a com- 
modity with needful care to a pub- 
lic, composed of discerning patrons 
who were receiving a service which 
was not being added into the cost 
of retailing? 


.7OLUME and service, both 

healthy and money making at- 
tributes must be taken into consid- 
eration when planning a campaign 
for public attention. 

In our store we have always 
stood for service. We never at- 
tacked the volume proposition in 
the true sense of the word. “Old 
Timer” says, conventions have not 
helped the average retailer toward 
the goal of success. I feel that I 
am not stating an untruth when I 
say that if it had not been for con- 
ventions the retail shoe business of 
today would not be as strong finan- 
cially as it is. 

There is no doubt but that the 
conventions have helped to teach 
the retailer how to merchandise, 
how to mark up, how to keep stock 
and stock records to a greater de- 
gree of efficiency than formerly. 
The progress of any business is not 
measured by the total sales. It 
should be measured by the good- 
will created and maintained. It 
may seem idealistic, but to me there 
is greater satisfaction in feeling 
that I have customers of the fifth 
generation of families dealing with 
me today than to think that so 
many of these old families that 
formerly shopped in my store are 
now dealing elsewhere. 


ERSONALITY as defined, means 
that which distinguishes and 
characterizes a person. 

I recommend to everyone that the 
character of his store and methods 
of business reflect that which the 
individual who owns the business 
stands for. We will then create a 
following that believes in us, will 
stay with us and build for the fu- 
ture with their loyalty. 

The small town store, according 
to advices, is returning to prosper- 


ity. Large cities are experiencing 
the traffic problem to a very great 
extent. The public is suffering by 
this problem and no doubt if the 
small town merchant emulates his 
big city brother, he will attract 
much of the business which had 
left. him. 

Let him have style and quality in 
his women’s shoes, let him cater to 














ELITHARP HEADS N. Y. 
STATE ASSOCIATION 


At the Poughkeepsie con- 
vention this week, E. P. Eli- 
tharp of Watertown was 
elected president of the New 
York State Shoe Retailers’ 
Association for the year, 1926- 
1927. Other officers chosen 
at the close of the two-day 
session were: 

First Vice-President—Burt 
J. Gosper, Elmira. 

Second Vice-President — 
Watson A. Butts, Fulton. 

Third Vice-President — H. 
Merton Smith, Penn Yan. 

Fourth Vice-President — E. 
J. Wade, Jamestown. 

Secretary—Harry A. Chase, 
Rochester. 

Treasurer—J. 
Schenectady. 

New directors elected for a 
period of three years included 
Charles T. Miller, Poughkeep- 
sie; Ernest N. Park, Syracuse; 
Edward Burke, Ogdensburg; 
Herman Friedman, Pough- 
keepsie, and H. A. Read, Bing- 
hamton. ; 

Directors holding over for 
two years more include John 
Slater, New York; Charles H. 
Barton, Buffalo; W. W. Dusen- 
bury, Geneva; Mott B. Hughey, 
Watkins, and John UH. 
Schmanke, Rochester. 

Directors whose terms ex- 
pire next year are William 
Pidgeon, Jr., Rochester; Harry 
H. Phelan, Rochester; Charles 
R. Strange, Binghamton; Jesse 
Adler, New York, and William 
F. Toher, Oneida. 


L. Patton, 
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the young men of the town, let him 
take care of the children. It is im- 
possible for him to do a volume 
business in a small community, but 
he can make a fair profit by build- 
ing a good will with service and 
personality. 

Now how are we to make money? 
First of all, let us find out the ab- 
solute cost of running your store— 
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figure rent, investment, overhead, 
salesmen and the other incidental] 
expenses that are known quantities, 
We must presume that a certain 
percentage of what we buy will not 
be retailed at a profit. This is not 
imaginary, it is an actual fact and 
after we have figured these fixed 
expenses we must add that percen- 
tage of profit that will satisfy. We 
should not blindly add a profit tc 
our selling merchandise until we 
have figured on the possible ex- 
pense of retailing that merchandise. 


HERE is no need of my delving 

into the vicissitudes of this busi- 
ness of ours. You are all familiar 
with them. “Old Timer” says that 
we talk these things over at our 
conventions and prescribe no rem- 
edy. 

I will suggest one great remedy 
with an accusation. The retail 
trade at large does not study its 
business. It does not know its busi- 
ness as thoroughly as merchants in 
other lines do. 

A number of points besides style 
were touched on in the open forum 
discussion. Jesse Adler gave a re- 
view of men’s styles and urged the 
retail merchants to develop the idea 
of having men change their shoes 
twice daily for sanitary reasons, to 
drive home the doctrine of black 
shoes after six o’clock in the eve- 
ning, and to watch their turnover 
and overhead. Among the style fea- 
tures he stressed an increasing de- 
mand for shoes of a redder tan shade 
to go with the reddish brown suits 
this fall. This tendency is particu- 
larly strong in the $7 to $10 grades, 
he asserted. Questioned on the pos- 
sibility of the high heel high arch 
shoe for men, he said it would be 
dangerous to make a _ prediction. 
The public, he said, has not yet had 
an opportunity to register its ap- 
proval or disapproval of this style, 
although in his opinion it may be- 
come popular. It has not been de- 
termined, however, he _ added, 
whether the broad or custom toe will 
be demanded with shoes of this 


type. 


HE need of greater education 

along new business lines was 
stressed by William Pidgeon, Jr., of 
Rochester, who told how the Flors- 
heim Shoe Co. has hired a group of 
expert merchandising men to advise 
its retail customers. The sugges- 
tion was then made that the State 
Association might undertake some 
such educational method, and an- 
other suggestion was that of having 
retail merchants call upon traveling 
men for merchandising information. 
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Mr. Pidgeon and E. P. Elitharp of 
Watertown both asserted that the 
traveling men are in a position to 
help weak retailers with sound mer- 
chandising advice. 

This line also was followed by 
Lou Hart, president of the Boyden 
Shoe Co., men’s shoe manufacturers 
of Newark, N. J., who urged the re- 
tail merchants to make use of in- 
formation which traveling men have. 
Mr. Hart also touched briefly on 
style, saying that a slightly higher 
heel is coming into vogue in men’s 
footwear. He cited the fact that a 
last 15 years old in his factory and 


“Daddy” 


HIS convention marked the 

passing of one of the industry’s 
noblest figures, the Rev. Elmer D. 
Gildersleeve, from within the active 
realm of the shoe business. This 
grand old man, who figured promi- 
nently in the formation of the Na- 
tional Shoe Retailers’ Association 
and of the New York State Associa- 
tion, has retired from the shoe busi- 
ness. 

To mark this event the conven- 
tion, assembled in Dr. Gildersleeve’s 
home town, passed a suitable reso- 
lution, had it engrossed, and John 
Slater of New York, former presi- 
dent of the National Association, 
presented it to him at a fitting cere- 
mony Sunday night. 

Later during the convention, upon 
a motion by William Pidgeon, Jr., 


Rev. Elmer D. Gildersleeve 


Chaplain Emeritus for life of the 
New York State Shoe Retailers’ 
Association 


carrying a 9/8 heel has been put 
back into work. 

Only one session was held on 
Tuesday and it was given over large- 
ly to the discussion centering around 
cooperation between the shoe men 
and the pedic practitioners. The 
convention closed with the election 
of officers and new directors. Im- 
mediately afterward the new di- 
rectors held a meeting and decided 
upon Niagara Falls as the site for 
the next annual convention, to be 
held next September at an exact 
date to be decided upon later. 

Resolutions passed at the close of 


Gildersleeve 


Dr. Gildersleeve was elected chap- 
lain emeritus of the State associa- 
tion for life. 

At the banquet Monday night a 
huge bouquet of flowers, the gift of 
Dr. Gildersleeve’s own townsmen 
and townswomen, was presented to 
him with William Pidgeon, Jr., 
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the convention thanked John Slater 
for his work in killing the satin 
guarantee put out by one manufac- 
turer, President Miller, the officers 
and the Poughkeepsie convention 
committee for their splendid work, 
extended the appreciation of the 
association to the traveling sales- 
men who helped so materially to 
make the convention a success, and 
again felicitated “Daddy” Gilder- 
sleeve. A resolution also was passed 
recommending to retailers the Na- 
tional Retailers’ Mutual Fire Insur- 
ance Compnay. 


Honored 


making the presentation address. 
Mr. Gildersleeve has been an 
active shoe merchant in Pough- 
keepsie for the past fifty-nine years. 
The Poughkeepsie newspapers fea- 
tured the bestowal of so much 
honor on their fellow townsman 
with articles on the front pages. 








Greetings 


to the 


Reb. Elmer BD. Gildersleeve 


at ae 


Chaplain of the NEW YORK STATE SHOE RETAILERS’ 
ASSOCIATION since its foundation in 1919, a Shoe Mer- 
chant of Integrity, Broad in Vision and Always Helpful to 
His Fellow Merchants; a Citizen whom Poughkeepsie holds 
in high esteem; a Charter Member and First Treasurer and 
now Chaplain Emeritus of the National Shoe Retailers’ Asso- 
ciation: 

We are proud and happy to assemble in your home 
city today, to felicitate you on the completion of Eighty 
Years of a well-directed life and to wish you many days 
and years of bounty now that you have laid down the reins 
of a business in which you have devoted a lifetime. Your life 
and record of well-doing for others speak more emphatically 
than can our poor words. 

This testimonial is written because of our love for you, 
the “Grand Old Man” of the Shoe Industry. It is the earnest 
wish of your fellow members and ditectors of this body that 
you be long spared in health and strength, that you may en- 
joy in full measure the rest so well earned and a continuance 
of the many friendships that your cheerful nature and always 
happy countenance have won. 

Adopted this Twelfth Day of September by the Officers 
and Board of Directors of the 


NEW YORK STATE 
SHOE RETAILERS’ ASSOCIATION 
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Gleanings from the Poughkeepsie Meet 


The “Old Guard” rallies—The full membership of the “Old Guard” 
of the association couldn’t be mustered at the early hour of eleven 
on Tuesday morning, but this much of it came out to help Jesse Adler 
and John Slater get started back to New York. It seems scarcely 
necessary to say that “Jess,” the perpetual bachelor, is sitting at the 
wheel. The others are, starting at the front fender and running back 
to the two spare balloons—H. A. Read, Charles T. Miller, “Bill” 
Pidgeon, “Jack” Slater, “Charlie” Strange and E. P. Elitharp, who 
an hour later was elevated to the presidency of the association 


The banquet on Monday night, 
even though it was held on the thir- 
teenth day of the month, was a 
grand success. It started as a real 
love feast and ended with a regular 
dance, with punch and everything. 
Mott Hughey, who can get more fun 
out of the job than most toast- 
masters, rose to new heights. 


* * Ff 


Mott got busy on the love theme 
early in the game. He talked so 
ably about wife-love and mother- 
love that all the women and half 
the men were misty eyed. Mott 
meant it, too. Then Jack Slater, 
who has more sentiment behind 
that grim looking mustache than 
most people would believe, made a 
touching speech when he presented 
Secretary Chase with a platinum 
and diamond Shriner pin. Harry 
took it like a deb getting her first 
engagement ring and let loose some 
real sentiment in expressing his 
thanks. After he calmed down he 
asked some one, “What did I say?” 
Nobody wrote it down, but it was a 
good speech. 

* * * 

But a whole lot more sentiment 
came later when Bill Pidgeon had a 
bouquet as large as a seaside bunga- 
low brought into the Old English 
room at the Nelson House and pre- 
sented it to “Daddy” Gildersleeve. 
It was a token of esteem from the 
“Grand Old Man’s” fellow townsmen 


and townswomen in Poughkeepsie. 
Bill’s speech and the flowers were 
redolent with perfume, and the 
ladies wept again. ‘“‘Daddy” came 
back with a few words of thanks 
that touched all hearts. The crowd 
was ready to elect “Daddy” presi- 
dent of the universe or anything else 
at that minute. 


* * 


This convention was a big thing 
in the life of “Daddy” Gildersleeve, 
and “Daddy” was nearly the whole 
convention. He was presented with 
a finely engrossed resolution of 
esteem from the association on 
Sunday night, and from then on 


was heaped with praise and felici- 

tation. In addition to the honors 

already mentioned that were heaped 

upon him, he was elected chaplain 

emeritus of the association for life, 
* * * 


Here’s one that just has to be told, 
Jess Adler on Monday afternoon 
preached the gospel of “black shoes 
after six” when talking his favorite 
theme, men’s shoes, and everyone 
present decided to wear black shoes 
to the banquet, even if it was in- 
formal. There was a run on men’s 
black shoes in several Poughkeepsie 
stores, it was said. Someone was 
out of luck, though, but managed to 
come through in spite of all ob- 
stacles. Jess swears that he smelled 
shoe dye in the banquet hall all eve- 
ning. 

* * * 

“Ernie” Park, who was the first 
president of the association which 
was formed back in 1919, made a 
mighty good speech on the value 
of organization at the banquet. He 
didn’t mutter the usual empty 
phrases, but got right down to real 
meat and told the boys they would 
have to get out and hustle to keep 
the organization going. 

* * * 


There was a big bunch of travel- 
ing salesmen at the convention. The 
displays in the Nelson House were 
mighty good; and while the boys 
didn’t have to telegraph the fac- 
tories to hire more help to turn out 
the shoes ordered at the convention, 
they were all satisfied with results. 
There was a lot of good missionary 
work done. 


And who may these rail-birds be? Just a bunch of live ones from 
New York who attend every shoe convention within motoring distance 
of the Big Town and some for which some rail traveling is necessary. 


As the eye wanders from left to right they are “Jess” 


Adler, “Jack’ 


Slater, “Robbie” Robinson, “Gus” Pick and “A.” Gabriel 
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Policies That Help 
Pull Trade 


[CONTINUED FROM PAGE 42] 


priced footwear, from about $8 up to 
as high as the customer cares to go. 
The customer who seeks for shoes 
on this floor soon becomes aware that 
here are the higher type and price 
of footwear, and may govern herself 
accordingly. 

But, Mrs. Jones, who can afford to 
pay no more than $5.85 for a pair of 
shoes, May pass on down to the 
basement section, where the cheaper 
lines, and these only, are displayed 
for sale. Here she will find Mrs. 
Smith and Brown and Adams, all 
looking for the same kind of shoes 
that she is looking for. Mrs. Jones 
need have no feeling of shame or hu- 
miliation in asking for the cheaper 
shoes here; she will not have to look 
over her shoulder and behold Mrs. 
Van Derpelt trying on a pair of 
$18 shoes, and bewailing the fact 
that there is nothing higher priced 
in stock. No, she will be in right good 
company, scores of women looking 
for something of real good value at 
a reasonable price, and her pride 
will receive no jars in the basement, 
where good shoes may be had for 
very little cash. 

According to store executives, this 
policy of selling the cheaper shoes 
in a section entirely separate from 
the rest of the store is a real factor 
in building a big business in the 
cheaper lines, and for the very reason 
cited in the case of Mrs. Jones, who 
would hate to ask for something 
cheap in a section of the store where 
the well-to-do were trying on the 
type which take the sap out of two 
ten dollar bills. 

A feature of the Fontius store is 
the special ladies’ hosiery depart- 
ment, right at the left of the store 
entrance on the east. In conformity 
with the policy covering shoes, only 
good hosiery is retailed here, and 
there is displayed a wide variety for 
the selection of the patron. Cheaper 
hosiery is sold in the basement. 


Reed Store Moves 


DeTRoIT. — The Dr. A. Reed 
Cushion Shoe store has moved from 
1566 to 1580 Woodward avenue. The 
move was made necessary owing to 
the decision of the owner of. the 
property to raze it and build a more 
modern and larger building. 


; “Spare-time study turns leisure 
into power.” 

“Try your friend e’er you trust 
him.” 
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Shoe Service Stations Needed 


[CONTINUED FROM PAGE 38] 


consult the podiatrist whenever the 
necessity arises. Members should re- 
port to the podiatrist at least twice 
yearly for foot examination, whether 
they are ailing or not. Without a 
doubt this will, as far as foot ail- 
ments are concerned, greatly elimi- 
nate the pain and discomfort of men 
on active duty; lessen the number on 
sick leave; and reduce the number 
of retirements due to foot disability. 

The duties of a patrolman are 
usually the same, day after day, 
namely, standing or walking on hard 
pavements from seven to nine con- 
secutive hours. Depending upon the 
temperature, be it high or low, the 
hot or cold pavement has consider- 
able effect upon the feet and is a 
predisposing cause of many foot ail- 
ments. Prolonged standing or walk- 
ing on hot pavements may cause 
blisters, while cold pavements may 
cause chilblains. 

The question might arise as to 
whether a patrolman should not be 
in good physical condition due to his 
standing and walking in the fresh 
air and sunshine daily. Here we 
must differentiate between exercise 
and work. Exercise may be defined 
as the physical effort that the indi- 
vidual exerts for his amusement and 
recreation. When exercise is the 
main element in an individual’s daily 
duties it is, of course, not performed 
for recreational purposes. It is usu- 
ally too prolonged, causing a body 
fatigue with a strain of the muscles 
of the locality having been taxed the 
greatest. Exercise, thereupon, be- 
comes work which is well illustrated 
in a patrolman’s daily duties. At 
the beginning of his patrol the 
standing and walking is exercise. 

However, after the first four or 
five hours the feet become fatigued 
and strained, the intensity depend- 
ing upon the presence or absence of 
minor foot lesions, and muscular and 
bone disturbances. We will assume 
that the patrolman suffers from 
fatigued and strained feet upon his 
first day’s duties. If he does not 
rest sufficiently after performing 
this duty so that the strained foot 
muscles can recuperate, but reports 
for duty the next day, his feet still 
feeling fatigued, and does this day 
after day, never allowing the mus- 
cles of his feet to fully recuperate 
from the strain of the previous 
day’s duties, an acute or chronic 
foot strain results. This is the fore- 
runner of arch disturbances, bone 


displacements, muscular spasms and 
other conditions. 

It is very important that patrol- 
men avoid foot strain by walking 
and standing correctly, feet parallel, 
and by resting completely after a 
day’s patrol. 

Exercises and contrast baths are 
measures which yield splendid re- 
sults in preventing or curing foot 
strain. The exercises are as fol- 
lows: 

1. Stand with the feet parallel and 
rise on the outer borders of the feet. 
Do this twenty times. 

2. Do the same exercise, walking 
ten steps on the outer borders of the 
feet. 

3. Walk thirty steps on the toes. 

4. Stand on a board with the toes 
protruding over the edge. Flex the 
toes up and down thirty times. 

Contrast baths tone up the mus- 
cles and stimulate the nerves. It is 
done by placing the feet for a min- 
ute in a receptacle containing hot 
water, taking them out, and imme- 
diately placing them in cold water 
for a minute. This should be done 
alternately for about ten minutes, 


Sources of Fashion 
[CONTINUED FROM PAGE 43] 


place of importance. Some of these 
new broadcloths are reversible, hav- 
ing both dull and lustrous sides. 
Dull broadcloth is one of the favored 
dark reds. The cape, which is deeply 
furred with goat, can be unbuttoned 
over each shoulder, the ends being 
arranged to make ascarf collar. This 
cape can be worn a third way, but- 
toned up high about the throat like 
a cossack collar. 
—s * * 


EK —Black and gold in combina- 
e tion is frequently seen, ap- 
pearing in both the evening and 
formal daytime modes. The eve- 
ning cape, made entirely of sequins, 
emphasizes the importance of this 
combination. Another evidence of 
the favor afforded black and gold is 
seen in evening gowns. 


Danners with Brown 


Charles Danners recently made ar- 
rangements to represent the Brown 
Shoe Co. in Wisconsin. His head- 
quarters are at Room 522, Caswell 
Block, Milwaukee. 
































O one section of the country 

has a monopoly on fine shoe 
stores. We show herewith one of 
the newest shoe emporiums south 
of the Mason and Dixon line, that 
operated by Bell’s Booteries in Nash- 
ville, Tenn. Architecturally this 
new store is one of the finest in the 
country. The company, which also 
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Fine Store in Southland 























operates-a store in Chattanooga, re- 
cently found business increasing at 
such a rate that larger quarters 
were necessary. A store next to 
the old store was secured and the 
two were thrown into one large 
store and remodeled into the pleas- 
ing shoe salon shown in the photo- 
graphs. Among the high lights in 





capital of approximately 30 per 
cent of your annual volume of busi- 
ness. This is scarcely a scientific 
way of expressing my advice, but 
it has the advantage of being easily 
understood. 

If you were going into manufac- 
turing, the thing to say to you 
would be that the approved 
tendency nowadays is that capital 
should be about equal to annual 
sales. But in a retail store, this 


high amount of capital is unneces- 
sary, as retail capital has a higher 
turnover and the proportion of 
fixed assets to annual sales is low. 





Tell-U-How 


[CONTINUED FROM PAGE 47 | 


If you have a capital of $10,000 or 
$12,000, you can handle a volume 
of business of something like 
$35,000 to $40,000 or perhaps $45,- 
000. It depends largely on how 
skillful a merchant you are. If you 
have a capital of $25,000 or $30,000, 
you ought to be able to take care 
easily of a volume of $100,000. 
There is this point to remember. 
A merchant ought to do most of 
his business on his own capital. It 
is not the thing to expect the manu- 
facturer or the bank to carry him 
for an indefinitely long time. He 
ought to use his bank, borrowing 























the new store are tapestried mural 
panels, shaded mural and ceiling 
lights, velvet rugs, bronze grillwork 
and plate glass mirrored doors. 
The windows are draped with bro- 
caded gold satin. 

The drawings show details of the 
stock cases with their end mirrors 
and the novel wall display cases. 


for the purpose of taking care of 
his purchases and securing dis- 
counts. But these loans he should 
regard as very temporary. Loans 
should be made for three or four 
months, and notes should be paid 
in full when due. A good rule is 
to borrow no more than an amount 
equal to the average purchases for 
a period of three months, deter- 
mining this amount by figuring the 
monthly average for the entire year 
and multiplying by three. 

This is perfectly safe financing. 
It may be that your banker will do 
for you more than is suggested. 
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Autumn Festival of Fashion 
Brockton Holds Shoe Style Show Oct. 4-9 


chairman in charge of the 

Brockton Fair Style Show, an- 
nounces that that feature of the fair 
this year will be conducted from 4 
p. m. until 8 p. m. on Oct. 4 to 9. 
During those four hours daily there 
will be a very active and complete 
program, presenting fall styles for 
both men and women in a very at- 
tractive manner. Not only will the 
Style Show present to the public the 
latest creations in footwear, but will 
show the latest wearing apparel. 

There will be attractive special 
features and some novelties, which 
will make the Style Show an enter- 
tainment in itself worthy. to attract 
to Brockton a host of people on each 
of the six days of the Fair. Plenty 
of music and new dances will be pro- 
duce” under the direction of Miss 
Mollie F. Hurley by the four Hurley 
dancers. 

Children’s Hour, which proved 
such a happy conception last year, 
will call for very clever work on the 
part of a large number of children 
from the Brockton and South Shore 
district. The Children’s Hour will 
be from 4 to 5 p. m. every day, leav- 
ing the three hours until closing 
time for the regular Style Show. 
Clothing for the children will be sup- 
plied by Mailman and Hanlon. The 
Brockton Fair Style Show this year 
will surpass anything which the 
committee has produced, and the 
talent will be selected, so far as pos- 
sible, from the Brockton and South 
Shore district. 


ee E. PACKARD, general 


Frank E. Packard, 


General Chairman Brockton Fair 
Shoe Style Show 


The complete committee is as fol- 
lows: Frank E. Packard, general 
chairman; Hon. John S. Kent, presi- 
dent Brockton Shoe Manufacturers’ 
Association, honorary chairman; 
William B. Nash, Style Show di- 
rector; Miss Mollie F. Hurley, as- 
sistant Style Show director; George 
M. Rand, director of decorations; 
John S. Kent, Jr., in charge of men’s 
shoes; Charles R. Storey of Storey 
& Co., in charge of women’s gowns 
and accessories; William H. Scanlan 
of Kennedy’s, Inc., in charge of 


men’s clothing; Frank M. Bump, 
secretary and treasurer; Frank E. 
Cobb, advisory; William W. Mac- 
Arthur, in charge of exhibits. 

This committee will be assisted by 
J. Frank Beal, who will have charge 
of the musical program; A. Scudder 
Moore, in charge of electrical ef- 
fects; Miss A. L. Glidden, in an ad- 
visory capacity, and Miss Eileen C. 
Shaunessy, model supervisor. 


The stories which came out of 
Boston at the recent Shoe and 
Leather Exposition to the effect that 
fashion dictators had set up a shoe 
with pointed toes and heels two 
inches high for the male of the 
species to wear in the coming season 
of long evenings and social stunts, 
whetted the curiosity of everyone to 
wait until the Brockton Fair Style 
Show and see whether that state- 
ment had exaggerated the truth. 
Since Brockton is the center of style 
in men’s footwear and leaves little 
for anyone else to do in originating 
snappy creations for women too, the 
Brockton Fair Style Show is looked 
forward to telling the story. 

Over a million people were clicked 
at the gate at the last Brockton 
Show and most of them visited the 
Shoe Style Show. This year they 
expect even a better figure than that. 
For that reason they have prepared 
an unparalleled Style Show, showing 
shoes on attractive models, all for 
the purpose of developing a greater 
interest in footwear fashioned in 
New England. 





Enthusiasm at Nunn-Bush 
Sales Meet 


MILWAUKEE.—With one of the 
most enthusiastic dinners ever held 
in the organization, the Nunn Bush 
Weldon Shoe Company closed their 
fall sales conference Friday, Sept. 3, 
in the Gold Room of the Hotel Wis- 
consin in Milwaukee. 

The new fall line of the famous 
ankle-faghioned shoes had been under 
discussion for three days and, ae- 
cording to the salesmen, has reached 
the point of styling and workman- 
ship to be envied by high-grade 
manufacturers. 


One of the features of the sales 
conference was the organization of 
the Nunn-Bush co-operative sales or- 
ganization and institution formed 
among the salesmen of the organiza- 
tion to co-operate with the factory 
organization and to work in the de- 
velopment of the style features. 

W. W. Cook, who covers Wisconsin 
for the Nunn-Bush organization, was 
elected president, and M. P. Chat- 
field, who has the North Pacific ter- 
ritory, was elected secretary. Fred 
Price West Virgina salesman, W. E. 
Davidson, Florida and Georgia sales- 
man, R. G. Clement, Michigan sales- 
man, were elected to the style com- 


mittee formed by -the company. 

The foliowing sasesmen aud eace 
utives were present at the dinner: 
C. W. Bush, J. F. Carnahan, M. P. 
Chatfield, R. L. Clement, W. W. Cook, 
W. C. Cornish, W. E. Davidson, C. 
W. Dederick, E. F. Edwards, W. R. 
Follansbee, C. B. Frazier, Lander 
Fulton, D. C. Hester, W. W. Kemp, 
N. Geo. Nelson, Nathan O. Osborne, 
J. H. Price, O. F. Price, O. W. Price, 
A. E. Runnion, F. 8. Schott, L. R. 
Wallace, R. V. Wilson and J. D. Erb. 

Officials and executives present 
were: A. W. Bush, J. C. Johnson, W. 
E. Weldon, O. Grigg and E. C. Dall- 
man. 
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A Large New Field 
or Profits / 


This fall, women and girls will be buying more 
shoes than ever before for gymnasium, basket- 
ball and indoor athletics. They are getting 
more particular about this kind of footwear 














and will not be satisfied with ordinary sneak- 
ers. Like men and boys, they will ask for 
Keds and see that they get genuine Keds. 





Here is an ever-increasing field for profits. 














You can get your share this fall if you order 


now indoor athletic Keds for women and girls. 
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for 
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United States Rubber Company 
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Sport Trims Move More 


Rubber Shoes 


The Initialing “Stunt” Again Increases Sales 


re’a:: shoe merchants may 
_ effectively appeal to the public 
through a r\bber boot sports window 
with an outiloor atmosphere. The 
autumn brow 1s and wine shades of 
the trees and grasses are prominent 
in the apparel vogue of the woman 
of fashion, so are the flaming reds 
anc the yellows. A realistic trim 
may be effected without much ex- 
pease by introducing either artificial 
foliage and flowers, or by the natural 
decoration of the country roadside. 
A vase or two of wild flowers, with 
the golden rod and maple tree leaves 
prominent in the showing will help. 
This special sports window should 
“talk” the delights of spending a 
generous portion of one’s leisure 
time, in the great outdoors, perhaps 
in hunting, or trapping—of wading 
through icy streams and muddy 
fields, and woods, shod in just the 
right foot protection. Have a win- 
dow card stating that it makes no 
difference whether it is sunny or 
rainy, for you specialize in wet 
weather shoes that will keep the feet 
warm and healthy and in the most 
approved style of the most skilled 
sportsmen. In showing these sport 
rubber shoes, it is a good point to 
emphasize their comfort and good 
fitting qualities. A few rifles stacked 
in the window will give an added bit 
of realism to a hunting scene. It 
would not be amiss to display service- 
able gloves and woolen hosiery near 
the rubber sport shoes shown. 


| is the time of year when 


N announcement to the effect 
that you initial all sport boots 
free of charge for those who order 
during the week of your special 
sports boot window, will bring added 
trade. These initials may be ob- 
tained at a nominal cost. If you do 
not know where to obtain them, write 
to THE RECORDER’S Rubber Depart- 
‘ ment Editor. Initialing rubber shoes 
and gaiters is not a new stunt, but it 
has always proved a profitable one, 
because it insures an early sale of 
the merchandise featured and the 
idea of an individual and specialized 
service meets with a ready customer 
response.) 7 


UT now comes the news of the 

initialing “stunt” as applied to 
Keds. This has recently been “put 
over” with much success by Hale 
Brothers of Sacramento, Cal. In 
addition to liberal advertising in 
local newspapers on Keds, Hale 
Brothers sent out post cards to their 
children’s mailing list, emphasizing 
the healthful and economical ad- 
vantages of Keds. In _ addition 
they offered to put the initials of 
the purchaser on each pair of Keds 








Firestone 11-Eyelet Trailpac 


Here is an all rubber bootee for 
sportsmen’s use. It is called the 
Firestone 11-Eyelet Trailpac, and 
it is claimed by its makers to be 
especially adapted for wading 
through snow and water while 
engaged in hunting, trapping and 
general outdoor sports. It is 
also claimed that its full bellows 
tongue makes it a perfect snow 
excluder clear to the top; that 
the comfort of the wearer has 
been considered in its construc- 
tion; that it is built on a com- 
fortable foot-fitting last, and that 
it is made slim at the ankle to 
insure a good fit 








over a certain price. This unique 
scheme of initialing canvas rubber 
soled shoes attracted a tremendous 
amount of attention in Sacramento 
and Hale Bros. report a considerable 
increase in their business as a result 
thereof. One feature of the local 
advertising of this firm is the space 


devoted to each advertisement re- 
questing the reader to see the Keds 
display in their windows. In this 
way, newspaper publicity, window 
display and initialing increased Keds 
business for this California house. 


ALE BROTHERS of Sacra- 

mento, Cal., made a success of 
this “stunt” by appealing to the 
children. There is a big field for 
more pairs sold in the direction of 
wet weather footwear protection for 
the little folks. Here again, a special 
trim can be effectively used. Large 
slates resting on easels at either end 
of the trim, one slate bearing, in 
white chalk, the word—‘Rubbers,” 
and the other slate the word “Shoes,” 
gives a children’s atmosphere. A 
shoe in each one of the children’s 
run of sizes with a rubber, or a 
gaiter, placed beside the shoe, makes 
a good rubber shoe window apjyezal. 
The postcard idea is especially help- 
ful in stimulating children’s busi- 
ness. If the card shows a figure of 
a little boy and girl walking under 
an umbrella, besprinkled with rain- 
drops, a figure of a duck and a verse, 
with inexpensive prizes offered to the 
children who color these cards and 
bring them to the store when they 
purchase a pair of shoes and rub- 
bers, it will also prove a good busi- 
ness stimulator. These cards can 
afterward be placed on a large frame 
in the window, forming an interest- 
ing exhibit of the handiwork of the 
youngsters of the community—and 
especially interesting to the fond 
parents, who will bring their friends 
and relatives to the store to see “the 
clever artistry of my Jane, or my 
Johnnie.” The jingle to appear on 
the postcard might be about as fol- 
lows: 








When it rains and is wet as can be, 
The little duck says—“quack, quack, 
quack,” 
For it doesn’t hurt him to wet his feet, 
And water runs right off his back. 


But when it rains, our little folks 
Must be as careful as can be, 
And wear their rubbers, or they will 
Catch a great big cold, you see. 
Jane and Johnnie. 
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FAMOUS 
AMERICAN SHOES 


Made with . 
STORM WELT«-4 DOUBLEDECK 





The shoes illustrated are by 


JOHNSON & MURPHY 


NEWARK, N. J. 















One of America's highest 
grade super. ine manufactur- 
ers shows both STORM- 
WELT and DOUBLE- 
DECK in their line. 


No cheaply constructed imi- 
tations are acceptable in “J. 
& M” shoes, and the stand-~ 
ard quality of solid sole leather 


BARBOURWELT is 


THE THIRD IN A SERIES OF 





characteristic of these fine 
shoes. 


The shoes shown above are 
excellent examples of typical 
Fall and Winter Shoes — 
solid, sturdy lines, with heavy 
edges emphasized by BAR- 
BOUR STORM- 
WELT and BARBOUR 
DOUBLEDECK Welting 


BARBOUR WELTING CO. 


BROCKTON, MASS. 


“FAMOUS AMERICAN SHOES" 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 
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N. S. T. A. Group Insurance 
a Reality 


After over a year’s work on the 
part of the N. S. T. A. Insurance 
Committee, headed by that efficient 
worker and vice-president of the 
National Shoe Travelers’ Associa- 
tion, Charles W. Morrill, fully 85 
per cent of the membership of the 
National has “signed up” for the 
group insurance plan. Policies are 
now being printed, and on or about 
Oct. 1 the grand distribution of 
policies will take place to applicants 
insuring them for $1,000, payable to 
the insured’s beneficiary immediate- 
ly upon receipt of proof-of death, or 
payable to the insured direct if he 
is permanently disabled before the 
age of 60. No medical examination 
is required, and payments are made 
semi-annually to the secretary of 
the N. S. T. A. Xs 

The date of Oct. 1 is not the final 

















N. S. T. A. Annual Meet 
at Chicago 


The sixteenth annual con- 
vention of the National Shoe 
Travelers’ Association will be 
held at the Sherman House, 
Chicago, Jan. 3-4, just preced- 
ing the N. S. R. A. Convention 
of: Jan. 4-7. The board of 
governors meet on Sunday, 
Jan. 2. Although at least four 
affiliated locals asked that the 
big N. S. T. A. “pow-wow” be 
held in their “baliwicks,” “The 
Windy City” was decided upon 
after much consideration, es- 
pecially with reference to the 
accommodation of those mem- 
bers of the N. S. T. A. who ex- 
pect to attend the N. S. R. A. 
Convention. The Chicago 
Shoe Travelers will act again 
as gracious hosts at the clos- 
ing N. S. T. A. banquet, which 
is also the big “curtain rais- 
ing act” of the N. S. R. A. 
“meet.” 

Already much interest is 
centering in the N. S. T. A. 
election with several associa- 
tions suggesting the names of 
their favorite leaders for the 
national vice-presidency. 

















other members of the committee 
and officers of the affiliated locals 
gave valuable assistance, the plan 
receiving fresh impetus at the 1926 
Chicago convention. From Presi- 
dent Charles W. Evans down all 
along the line, N. S. T. A. men 
joined heartily in this movement 
and showed their good salesmanship 
qualities in “putting over’ this 
group insurance. A _ tremendous 
amount of labor was involved in the 
final stages of this work, one of the 
agents of the John Hancock Life 
Insurance Co. being at the National 
office almost constantly. It is stated 
that it is the first time in the his- 
tory of insurance, and’ perhaps the 
last time, that such a difficult propo- 
sition, and yet one as favorable to 
the insured, has been negotiated. 


Richards with Murphy, 
Gorman, Waterhouse 


A. P. Richards, until recently cov- 
ering New England for Utz & Dunn 
Co., now covers the same territory 
for Murphy, Gorman & Waterhouse 
of Lynn, Mass. 





George W. Murfitt, who repre- 
sents The Bradford Shoe Co. of 
Columbus, Ohio in Pennsylvania 
and New York State. G. W. Mur- 
fitt went to Columbus Sept. 1 to 
get the Bradford line for Penn- 
sylvania and New York. He got 
it, and after spending a solid 
week in the plant studying the 
product in the making, seeing the 
finished merchandise shipped, and 
familiarizing himself with the 
sample line, he is going into his 
territory “Convinced,” he says, 
“that the Bradford line is a real 
asset to any live retail merchant” 


date for joining the National and 
taking advantage of this special 
group insurance. Applicants joining 
the N. S. T. A. within thirty days 
after application is received may 
take advantage of this group in- 
surance, without medical examina- 
tion, provided they are in good 
standing and are actively engaged 
in selling shoes to the retail or 
wholesale shoe trade. 

Many congratulations are due to 
the N. S. T. A. Insurance Commit- 
tee and its able chairman, Charles 
W. Morrill. Here is the line-up: 
Charles W. Morrill, Waldo M. Oak- 
man, Charles W. Evans, Buford Mc- 
Whirter and T. A. Delaney. As far 
back as the days succeeding the 1925 
Boston convention, work on this 
project was instituted by Vice-Presi- 
dent Charles W. Morrill and Secre- 
tary T. A. Delany, and later the 


“Walter Lutman, who represents 
the Boyd-Welsh Peacock Shoes 
in South Dakota, takes his mod- 
els with him,” writes Frank B. 
Palmer of the Zipp Shoe Co., 
Deadwood, S. D., one of Walter’s 
customers, who sent on this photo. 
Mr. Palmer also writes, “We cer- 
tainly enjoy reading the Boor 
AND SHOE RECORDER” 
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C-H-ALDEN COMPANY 
Designers aid 1 Makers of Mens Fine Shoes 
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A MANNISH OXFORD FOR BOYS. 
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Frank L. Armstrong, who now 
sells the Lewis A. Crossett line 


Armstrong with Crossett 


Frank L. Armstrong, for many 
years with Utz & Dunn Co. of Roch- 
ester, and since the death of the late 
S. A. McOmber in charge of the New 
York office of this house, now repre- 
sents Lewis A. Crossett of Nofth 
Abington, -Mass. Mr. Armstrong 
has made the promotion of the shoe 
business his life’s work. He has 
always been an active worker in be- 
half of the N. S. T. A. and has a 
wide circle of friends among the 
boys on the road and in the shoe 
trade generally. He will cover the 
high-grade stores, as in the past, 
and is most enthusiastic over his 
new line. 


Rochester Nominates 


The Rochester Association of 
Traveling Shoe Salesmen held inter- 
esting primaries recently to decide 
on candidates for 1927 offices. Two 
slates, known as “The Ins” and “The 
Outs,” were presented. The mem- 
bers will vote on these candidates at 
the annual meeting in January. 
Here are the slates: 

“Ins’—For president, A. J. Mc- 
Leod, the present incumbent; for 
vice-presidents, J. T. Clark, C. J. 
Vegiard, Clinton L. Clark and Harry 
J. Beatty; for secretary-treasurer, 
Clarke B. Rowley. 

“Outs’—For president, Fred S. 
Brill, former president and for many 
years secretary; for vice-presidents, 
Jack Castle, J. P. Byrne, J. P. 
Beatty, C. O. Fox; for secretary- 
treasurer, Clarke B. Rowley. 

Resolutions were adopted on the 
deaths of Mrs. Charles W. Anderson 
and. Wilbur B. Coon. 


C. Hobert (“Bert’) Kennett, 
president of the Northwestern Shoe 
Travelers’ Association, who now rep- 
resents C. P. Ford & Co. of Roches- 
ter in connection with James 
(“Jim”) P. Beaty, was a guest of 
his “side partner” “Jim” at the 
Rochester meeting. Both “Jim” and 


. “Bert” now cover the Northwest to- 


gether. The former has made this 
territory for many years; the latter 
formerly covered the Northwest for 
Utz & Dunn Co. 


F. G. Tripp, formerly with Hurley 
Shoe Co., now’ represents’ the 
Churchill & Alden Co. of Campello, 


Lewis L. Enow, who represents 
The Bradley Shoe Co. of Haver- 
hill and L. Fried Sons of New 
York to the big trade, in the big 
cities of Pennsylvania; also in 
Baltimore and Washington 


Enow Is Convalescing 


Lewis L. Enow, chairman of the 
Philadelphia Local Trades Coopera- 
tion and Building Committees, who 
represents the Bradley Shoe Co. of 
Haverhill and L. Fried Sons of New 
York to the big trade in the big cities 
of Pennsylvania, also in Baltimore 
and Washington, has been very ill 
but is now convalescing. Mr. Enow 
spent the entire month of August in 
a Philadelphia hospital, where he 
submitted to three operations. He 
is now on the high road to recovery, 
he writes, and also states that he 
will be “on the job” again shortly. 
He says that he is most grateful for 
the numerous kind messages and in- 
quiries which he received during his 
sickness. His room was always 
filled with flowers, and he says that 


81 


it seemed to him as if all of his 
trade called to see him. 


“Jack”? Friedauer Has a 


New Line 


It will be good news to his old 
friends and customers to hear that 
Jack C. Friedauer, until recently 
with Utz & Dunn Co. of Rochester, 
will continue to sell shoes in New 
York State, also in New Jersey. 
Jack has been in the shoe selling 
game since he was “knee high to a 
grasshopper.” He was doing splen- 
did work for Utz & Dunn Co. travel- 
ing out of their New York office, 
when word came that his firm would 
soon liquidate. Frank Armstrong, 
under whom he worked, was among 
the first to land a new position, Mr. 
Amstrong going with Crossett, and 
Mr. Friedauer goes with F. Mayer 
Shoe Co. of Milwaukee. 

Jack Friedauer’s first experience 
in selling shoes was with Morse & 
Rogers, where he remained seven 
years. Later, and for four years, he 
was employed by Alden, Walker & 
Wilde, Inc... He was employed by 
Utz & Dunn Co. June 1, 1925, or 
soon after the death of S. A. Mc- 
Omber, manager of their New York 
office, to which position Mr. Arm- 
strong succeeded. 

“The Mayer line is handsomely 
styled,” said Mr. Friedauer recently, 
“and in quality and fitting is equal 
to any line of shoes I’ve ever sold.” 

New York City will be included in 
Jack’s territory. He is now at the 
factory in Milwaukee to get his new 
samples and he expects to be on the 
road directly. 


J. C. Friedauer, who covers New 
York State and New Jersey for 
the F. Mayer Boot & Shoe Co. 
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B545 Black Velvet . BG676—Black Velvet 
B595 Patent Leather : BG75—Patent Leather 


“Clare” 











B498—Black Velvet 2 $ B618—Black Velvet 
B3672—Patent Colt ty BS72—Patent 
25 B573—RBlack Satin 


B3942—Black Satin 
The MENIHAN COMPANY 
SHUEKMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


Oakland, Cal., Office: 424 Bellview Ave. 
H. 8S. KUSHINS 


























New York Office: 612 Marbridge Bidg. 
B. W. MOYLAN 
Chicago Office: Majestic Hotel 
F. J. SATEK 
Makers of Menihan Arch-Aid Shoe 
°*Write for Agency Proposition 
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Retail Shoe Trade Making Good 


Progress in New Season 


Public Response to New Styles Is Satisfactory 


week took a definite upward turn. 


In centers where business had previously 


\ N [ITH more seasonable weather the retail shoe trade throughout the country last 


been reported a bit slow, an acceleration was noticed last week and in most cen- 
ters merchants express themselves as satisfied with the manner in which the new sea- 
son’s business is shaping up. Black patent continues as the predominating material 
in women’s shoes in all parts of the country. Fancy oxfords seem to be attracting 
more attention and bid fair to make a good run as one of the season’s best patterns. 
The wine red patent, alone or in combination with other materials, also is showing up 


stronger in the selling reports. 


The rest.of the early fall business is being done on 


suede, both brown and black, kid in the same shades, with a fair demand for the new 
blue kid shoes, brown and black satins and brown and black calf. Reptiles are finding 
their greatest use as trimmings, although the all over alligator shoe is reported to be 
selling extremely well in the large cities. 








BOSTON 








October Outlook Good 


HE retail shoe stores of Boston 

report a fair business with the 
new advance models for fall, and the 
opening of the public schools of the 
city, with an enrollment thus far of 
about 125,000 pupils, enlivening 
trade. Labor Day and the two-day 
Hebrew holidays affected sales vol- 
ume to some extent. By October, 
merchants expect an added stimulus 
to trade with cooler weather and 
dress and shoe color combinations 
firmly established in the minds of 
the buying public. At the present 
time, it is argued, the vacation sea- 
son is not as yet finished. 

Some of the stores are showing 
bronze kid shoes with wine colored 
gowns; hosiery in neutral shades. 
With light tan shoes, hosiery in the 
Dorado and pastel parchment shades 
are often featured. There are many 
new effects in simulated reptiles. 
Patent leather in the new red shades 
is shown in one-straps; there are 
many cut-out oxfords. One of the 
high-grade shoe departments of the 
city divides its new fall footwear 
fashions into four classes—“For 
shopping,” “For dress,” “For street 
wear,” “For afternoon.” For shop- 
ping, a one-strap with medium heel 
in patent with black lizard calf; or 
blond kid with blond lizard calf; or 
tan calf with alligator calf; or alli- 


gator calf with beige snake calf, is 
recommended at $14.50 the pair; for 
dress, a one-strap with cut-outs at 
quarters and covered spike heel, in 
black or blond satin, in black or 
beige suede, at $10.50 the pair; for 
street wear, a one-strap in tan calf; 
black or brown suede, with under- 
lay on strap and quarter, Cuban 
heel, at $10.50 the pair; for after- 
noon, a one-strap in patent, black 
satin or black suede, with Spanish 
heel, at $9.50 the pair, is suggested. 





HOW TO CLEAN SATIN 


Detailed information on how 
to clean satin footwear is fur- 
nished on a printed slip which 
J. Einstein, Inc., New York, is 
furnishing to shoe manufac- 
turers who purchase Einstein’s 
satin. The slip is intended to 
be included in the carton with 
the shoe, and shoe salesmen 
are instructed to wrap the in- 
structions with the shoe when 
delivering to a customer. Here 








is what the slip says: 

“To clean Satin in these 
shoes, brush with soft or me- 
dium bristle brush, then rub 
with dry clean cloth mois- 
tened with BENZINE, NAPH- 
THA or GASOLINE. Lustre 
can be increased by rubbing 
with dry soft cloth after clean- 
ing.” 











NEW YORK 








Business Satisfactory 
HILE the Jewish holidays cut 


into New York’s retail trade 
to some extent last week, fall busi- 
ness is reported to be opening up 
in a most satisfactory manner. Fall 
styles in footwear are becoming 
more definitely established and with 
merchants using a liberal amount 
of newspaper advertising space in 
exploiting the new styles, the pub- 
lic is becoming more conscious of 
them. 

As has been the rule for some 
time, patent leather is leading in 
sales. Of the newer materials, wine 
patent is making the greatest 
strides. Particularly in combina- 
tion with brown ooze, this material 
is finding popular favor, according 
to several of the mid-town shoe 
merchants. Ooze, both in black and 
brown, and especially made up in 
oxford types, also is selling well. 

The fancy oxford seems to be the 
one new note that merchants have 
decided to stress for fall. Saks- 
Herald Square, last week devoted 
one large window solely to the new 
oxfords in a great variety of mate- 
rial and patterns. The Queen Qual- 
ity Shop also made a big showing 
of oxfords and called attention to 
their style value with a large plac- 
ard pasted on the window. 
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No. 1382 ‘ 
DARK SMOKED {fj 
ELK BLUCHER ) 
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Tan Calf Qtr. Band 
and Backstay 
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Mothers Come Back | 
for More of These | 


Rip-proof Shoes 


CROBAT Shoes far exceed the length of ser- 
vice most mothers expect! They hold their 
shape; there’s no sole filling to get lumpy and cause t 
discomfort and uneven wear; it is impossible for a f 
child to rip apart the uppers and soles—all because 
of the Acrobat patented “Double Welt’ construction. 
Note the diagram below. 


No. 1359 


TAN ARMY 
ELK BLUCHER 


In S8took: 
6%—8 CD 
8% 





At the left are two numbers from our “In-Stock” 
department. We send you shoes quick—not alibis. 


Write for Catalog 26-F 


— 





SHAFT-PIERCE SHOE CO. 
224 3rd St. Faribault, Minn. 




















i Insole has flat, smooth (6 First quality middlesole- 
a oer t, . *5 20s. 
a surface, without stitch- perfect flexibility 


ing, tacks or nails 











Lest 
7 NO FILLING | 


between the soles 














4. Insole, being one piece 


with middlesole, cannot 
loosen, rollup or wrinkle 


— 


outsole 





Extra heavy, first 
quality, oak tanned 















Upper lasted and 
stitched to solid 
middlesole 








Acne memeceremnm se 











0 —- tos 







Welting, up- 
per, middle 
sole and out- 
sole fastened 
by third row 
of stitching 





2 Lining lasted and stitched sep- 
arately from upper 








9 Sole leather box and ie : : 
counter lasted and } A 
stitched with lining t rie 
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1 Insole and middlesole formed from one 
piece of flexible leather 
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Aside from oxfords, straps are 
getting a good bit of the business, 
with Colonials also showing up 
well in the early demand. Expe- 
rience in different stores varies so 
greatly that it is impossible to say 
which type of pattern is selling best 
at present. 











CHICAGO 














Trade Picking Up 


ICKING UP is the phrase ap- 

plied most frequently to the re- 
tail shoe business in Chicago this 
past week among the merchants and 
indications are that the fall demand 
which has been very slow in start- 
ing is getting under way. 

Dark leathers. black particular]- 
ly, are very much preferreu in al- 
most every type of footwear from 
oxfords to slippers and the darker 
shades of brown show more prom- 
ise of extreme popularity than any 
one other leather save patent has 
for some time. Reptile leathers are 
exceedingly quiet save in the dark 
brown alligator shade and in the 
black combinations and the light 
reptile grains even as trimming 
leather have not shown the demand 
that was predicted for them earlier 
in the month of August. 

Fancy little high tongued colonial 
type two eyelet ties seem to be 
catching the fancy, along with the 
gored oxford with big decorative 
buckles of leather and metal. Suede 
and moire satin combinations, 
leather and braid trimmed are ap- 
pearing and seem to have the ap- 
peal which will make them popular 
as have the satins with cut steel 
bead embroidery on the vamps so 
much in demand two seasons ago. 

Simplicity of line marks most of 
the fall footwear . . . almost sever- 
ity is the rule even among the most 
“high” of the styles seen. Straight 
lines are most favored in pump 
slipper and oxfords and many 
bluchers are coming in the oxfords 
following the vogue no doubt of the 
three and four eyelet ties. 

Welt footwear, particularly ox- 
fords, seems to be coming into a 
little more of the demand and ox- 
fords in the open quarter effects 
with ribbon and lace ties are very 
good. 

Many grained leathers other than 
reptile effects are being shown and 
there is considerable interest in 
them for street types of shoes. 
Some marked favoritism is shown 
for the perforations on the vamps 
in the calfskin models and for col- 
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ored underlaying on kidskins and 
patent. Brown patents and the red 
shade are selling fair for a nov- 
elty. 








MILWAUKEE 














Business Satisfactory 


USINESS in Milwaukee stores 

during the early part of Sep- 
tember has been very satisfactory. 
Dealers are very much pleased with 
the opening of fall business and 
they look forward to a record month 
during September providing the 
weather does not become unfavor- 
able. The State Fair, held in Mil- 
waukee for a week, brought many 
people to the city from out in the 
State. with the result that sales for 
tne week were considerably boosted 
in stores that have a following 
among out-of-town people. Close 








USE FOOTBALL 
SCHEDULES 


Retail merchants in some 
college towns are having the 
football schedules printed on 
small cars, on the reverse 
side of which is the merchant’s 
business card. In some cases 
the schedules are printed to 
leave room for the addition of 
scores by periods. Cards of 
this kind have the value of be- 
ing carried almost constantly 
in the pockets of the students. 
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of the vacation season and begin- 
ning of school have also had a very 
good effect on business for the 
early part of the month. 

Patents continue to lead in wom- 
en’s shoes, although darker shades 
of tan are coming in a little 
stronger as the season advances. 
Comments on the present situation 
in satins indicate that the demand 
is picking up and the general feel- 
ing is that this material will show 
up rather prominently when the fall 
season gets well under way. Suedes 
are selling in a few instances, but 
the demand has been very small up 
to the present time. This material 
will also be played up a little 
stronger when cooler weather ar- 
rives. Matt kid and other dull 
leathers are fairly active and in a 
number of stores they are consid- 
ered a strong feature for fall, fol- 
lowing in closely after patents and 
and tans. Tans are moving in the 
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darker shades, such as stroller tan 
and another medium brown called 
mink brown. 

The men’s business has been very 
satisfactory during the past few 
weeks, and in some instances it has 
been opening up proportionately 
better than women’s. Opening of 
public schools has stimulated the de- 
mand for children’s shoes. 





ST. LOUIS 











Weather Aids Trade 


’yNHERE was a tinge of briskness 
in the air which savored of fall 
stimulating the activity in the re- 
tail shoe belt during the week end- 
ing Sept. 11. The cooler atmos- 
phere was perhaps best evidenced 
in the demand for walking oxfords 
in tan calf. Sport effects trimmed 
principally in light shades of rep- 
tile were particularly appealing to 
the feminine footwear purchasers. 
There was intense activity 
throughout the entire retail shop- 
ping district and all lines of mer- 
chandise were being demanded. 
Merchants are very optimistic re- 
garding the fall season and there 
are none who from early indications 
do not expect an unusually heavy 
season. Patent leather remains un- 
challenged in the style realm and 
its tremendous popularity so over- 
whelms other prospective vogues 
that unquestionably it will carry the 
season in its present position. 

It was remarked by a few adroit 
operators that the next style boom 
would be black satin. Reports are 
to the effect that this material is 
showing increased prestige. How- 
ever, the volume is not alarming as 
yet. Moire satin is a new note that 
practically all smart merchants are 
mentioning as a material becoming 
more popular. One popular priced 
store showing a plain opera pump 
remarked that they had reorders on 
a moire and plain satin combination 
pattern. 

Brown kid is showing signs of in- 
crease in the demand, but like 
other materials with patent as the 
exception merchants will not en- 
thuse over the possibilities of its 
becoming a style leader. 

It is impossible to find an opera- 
tor who will become effusive when 
suede is mentioned. Most of the 
answers to the inquiry are made 
with the thumbing of the nose, em- 
ploying the thumb and forefinger. 
Contrast to this attitude two stores 
both of the very highest type, state 
that black and brown suede have 













BOOT AND SHOE RECORDER 


September 18, i926 


30 carloads have left for 
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distance calls, the 
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A FIRM Of Columbus, Ohio, commission mer- 
chants purchases from growers over a wide 
area and distributes all the way to the Atlantic. 
All buying is done from Columbus; all ship- 
ments are consigned to that point. 
cats are started, Columbus is informed of the 
car numbers, weight, size, class and price of 
Then, from Columbus, by long 
products are sold in the various market 


As the 


cities—and the cars diverted and re-routed, also by telephone! 


AT TimMEs 30 Catloads of melons will 
leave Colorado or California for the East — 
and be sold and re-routed by telephone 
while rolling. Thousands of businesses are 
finding that the telephone brings a develop- 
ment that would be impossible by any other 
means. Territories are covered that the 
salesmen, traveling in person, could not 
reach. Buying and selling costs are kept low 
that otherwise would become prohibitive. 
A degree of speed is reached in selling and 
distribution that otherwise would be un- 
attainable. Wherever it is desirable to 
increase business activity and lessen the 
cost, there long distance calls have a place. 

Is there a possibility that the telephone 
might be used still more effectively in your 
business? Have you lately taken stock of 


BELL LONG DISTAN CE SERVICE 


When writing to advertisers please mention Boot anno SuHog Recorver 


the value to your business of a communi- 
cation system that embraces 17,000,000 
telephones and reaches 70,000 towns? How 
many expensive trips each month might be 
saved? How much valuable time out of 
the ofi.ce might be saved by occasional 
minutes over the long distance lines? Who 
is there important enough to see who can- 
not be reached by Long Distance? 

Ask our Commercial Department in your 
city to help you take an inventory of the 
various ways Long Distance can develop 
your business. Such a study and report 
will gladly be made free. And why not 
make, now, that call that may pay for 
itself many times over? Distance is no 
obstacle. Tell us whom you would like to 
talk with,now....... Number, please? 
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been good with them. The price 
range on the types under discussion 
are from $15 to $18 per pair. One 
of these stores have cleaned up on 
some of the patterns and have re- 
ordered them. 

Reptile to express the opinion of 
a large department store buyer, 
“Will sell, but we are not gofng 
back for more,” expresses the judg- 
ment of most merchants. They 
will be good, but from observation 
there will be more full nights’ rest 
enjoyed by operators when they are 
off the shelves and the cash is 


banked. 
The demand for low heels, walk- 
ing types particularly, continues 


unabated. Very few patterns in high 
hee! effects are wanted. 


Palace of Fashion at 
the “‘Sesqui”’ 


HE first ambitious plan for a 

fashion display of footwear at 
the Sesquicentennial at Philadelphia 
contemplated a building dedicated to 
all branches of fashion. That plan, 
in a modified way, is being completed 
this week at the Moderr Arts Build- 
ing on the main concourse of the ex- 
position grounds. 

In the same building where hosiery 
is manufactured from the raw silk to 
the finished article a space has been 
allotted to a fashion show. A small 
theater seating 2000 will be given 
over to a fashion display on living 
models. 

At the entrance two beautiful 
booths will be occupied cooperatively 
by Laird Schober & Company, and 
Strawbridge & Clothier, both of Phil- 
adelphia. On the left, Buyer McNair 
of the Strawbridge & Clothier shoe 
department will install a model shoe 
store. On the right of the entrance 
the Laird Schober organization will 
feature fine feminine footwear. Con- 
siderable stress will be placed upon 
kid leathers and suedes. The Laird 
Schober & Company display will be 
in charge of William Spade. 

The exposition and fashion show 
will continue through September, 
October and November. The shoe in- 
dustry is represented in men’s foot- 
wear in a model shoe factory housed 
in a separate building. 


Warfield Leaves Shoe Industry 


BROCKTON.—George H. Warfield, 
for many years office manager of the 
Preston B. Keith Shoe Co. and prom- 
inent shoe factory executive, has left 
the industry to become office man- 
ager for the White Star Laundry Co. 
here. 
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Steuber Organizes Hosiery 
Company 

St. Louis—Geo. W. Steuber, 
for many years associated with J. J. 
Sensenbrenner and later vice-presi- 
dent of the Senac Shoe Company of 
St. Louis, has organized the Steu- 
ber Silk Hosiery Company with 
headquarters in St. Louis. 

Steuber is operating hosiery de- 
partments in ready-to-wear and shoe 
stores in this section of the coun- 
try. He has a wide experience both 
in this field as well as the retail 
shoe business, having spent practi- 
cally all his life in this business. 











Photo, Keystone View Co. 
John Laird Schober and John C. 
McKeon of Laird, ‘Schober & 
Company, snapped on the deck of 
the French liner, Paris, as they 
sailed from New York, Sept. 11, 
for a tour of the style centers in 

Europe 








Medium and Light Tan Shades 
for Men 


MILWAUKEE.—“Business on the 
whole is continuing satisfactorily,” 
stated A. F. Gallun Jr., of A. F. 
Gallun & Sons Co., prominent Mil- 
waukee tanners. “Our business is 
still done principally on the medium 
to light shades of tan. Saffro is the 
most active color at present, and 
copper tan is also among the lead- 
ing colors.” 

The Gallun company has been do- 
ing very well with its vegetable 
tanned calf leathers which are spon- 
sored for hand tooled work, a new 
feature in shoe making which was 
introduced a short time ago by the 
Racine Shoe Co. This new work is 
being taken up quite generally now, 
Mr. Gallun reports. 
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Petot Holds Buying Meet 


COLUMBUS, OHIO.-——A_ three-day 
buying convention was held last week 
by the Petot Shoe Co., at the Neil 
House. The big event finished with 
a banquet and a style show, with 
shoes displayed on living models. 
Charles R. Petot, head of the house, 
and his son, E. E. Petot, buyer, and 
fourteen store managers were pres- 
ent. Edric R. Taylor of the 
MeNichol-Taylor Last Company of 
Lynn, Mass., was in charge of the 
style show and Harry Zavitz, man- 
ager of the Columbus Petot Store, 
had charge of the dinner arrange- 
ments. It was estimated that over 
$175,000 worth of business was 
placed. 

Among the popular women’s shoes 
shown was a plain pump, with about 
a 16/8 heel, in a patent leather on 
the new wine shade; a side lace ox- 
ford in black patent leather with 
many cut-outs, lined with gray 
leather, giving a silvery sheen and 
with a heel of about 18/8 was also 
regarded with favor; a tan oxford, 
with stitching on toe and along the 
side of the shoe to the heel, simulat- 
ing a moccasin pattern, met with ap- 
proval. In men’s shoes, the wide toes 
in light tans predominated in the 
showing, some square toes were also 
shown. A flood light played on the 
feet and legs of the models, who 
stood on a pedestal placed in the cen- 
ter of a table where a group of about 
forty Petot representatives and ex- 
hibitors sat. A black and orange 
curtain draped artistically covered 
the model from head to skirt length, 
thus directing concentrated attention 
to the footwear. 

Among the exhibitors present were 
Warren Murray of the Riley Shoe 
Mfg. Co.; Horace Murray, represent- 
ing Wise & Cooper Co.; Ben Stone of 
Stone-Tarlow Co.; George Ferguson, 
representing A. M. Creighton; Fred 
Brewster of A. J. Bates Co.; William 
A. Sullivan and Wally Levy, repre- 
senting the T. J. Sullivan Shoe Co.; 
Franklin Gregory and Harry M. 
Read of the Gregory-Read Shoe Co. 


Diamonds for Employees 

BROCKTON.—In appreciation of 50 
or more years of faithful service 
for the M. N. Arnold Shoe Co., of 
North Abington, President W. Percy 
Arnold has presented diamond- 
studded pins to nine of his employes. 
They are: William Tirrell, Ashley 
Powers, Frank Holbrook, John 
Feeney, Frank Shaw, Arthur Mc- 
Donald, William Rush, Patrick Slat- 
tery, Gerald Fitzgerald. The 
presentations featured the closing 
session of the salesmen’s conference. 
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UXOR University Grain meets the 
demand of style for men’s fine 
fall footwear. 


The aniline color process used in this 
Luxor leather assures a permanent 
color shading and a smooth finish. 


University Grain has a printed, prom- 
inent two tone grain giving an aristo- 
cratic appearance in the finished shoe. 


Tanned in several colors and black 
and used in the finest men’s shoes by No. 2100 
the better manufacturers. Ohio Brown Uni- 


versity Grain 

Blucher, long wing 

cap, Streamline = Bs 
pattern, Granada ae 
last, Rubber heel, Fashioned by 
Price $5.85. MASTER CRAFTSMEN 


eg te PC LEPI LIE OILS RH AR! PL MEO + Dye fl Once eramn ong i anaes i. 


_ Made by 
NUNN, BUSH & WELDON SHOE CO., 
Milwaukee, Wis. 


The OHIO LEATHER COMPANY 


GIRARD ~QOHIO 
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Full Production Scheduled 






in Shoe Factories 
Ample Orders on Hand to Maintain Output 


capacity. The present fall run undoubtedly is one of the largest and most satis- 


S ‘cn factories, from New England to the Middle West, are running at or near 


factory that the country’s shoe producers have known for several seasons. The 
general prosperity of the country, plus a more stable style condition in the industry, 


appear to be responsible for the present situation. 
without its problems, of course, but these are only stimulating competition. 


The manufacturing trade is not 


Women’s 


shoe producers in all sections of the country are putting a tremendous quantity of 
black patent leather into work. Other materials, such as the new wine red patent, 


ooze, kid, calf and satin are all showing up well. 


Reptile leathers, either genuine or 


simulated, are still finding a wide use, mainly, however, in combination with other 





LYNN 


Production Steady 
YNN moves along steadily at the 
September pace, with the fac- 
tories active, shipments going forth 
briskly to market, and prospects 
brighter than were expected. New 
things keep coming along, to stir up 
new enthusiasm for sales, by making 
new appeal to the fancies and the 
vanities of women who wear shoes, 

as every one of them does. 

New heels, which alert buyers are 
watching, reveal the “Tri-Side” and 
three-sided heels, and, also, a five 
and a seven-sided heels, and a new 
square heel which is almost as rec- 
tangular as a block of wood. Then 
there is the new Flapper heel, which 
is but 8/8 high, and is of a Louis 
style. It is used on strap pumps, 
of fancy leathers for flappers to 
wear during the fall and winter. 
Production of wood heels is up above 
100,000 pairs daily. 

Toes change according to heels, 
the dress heels, which are up of 22/8 
high, requiring toes fairly narrow, 
while the low heels, and the blocky 
heels, require a bit more width for 
the toes. But lasts are kept short, 
because skirts are short. 

Some makers are _ lengthening 
vamps, and have got them up to 3% 
inches, but at the same time are 
keeping their lasts short. The use 
of tongues and buckles and like 
trims tend to lengthen the looks of 
the forepart of the shoe. Colonials, 


materials, except, perhaps, alligator, which is still strong as an all over shoe material. 


rich in tongue and buckle effects, 
are again in good style, and the Co- 
rinthian tie, with a tongue and a 
ribbon tie is appearing in a new 
form and color. 

Black may be the predominating 
color, as most everybody says, but 
Lynn shoes are so trimmed that 
black is only the base color. Shiny 
black patent is the foremost leather. 
But tanners have new finishes, by 











Three new oxfords produced by 
I. Miller & Sons, Long Island 
City 


which they secure two or three tone 
effects on patent leather, and so some 
new color effects in the shiny shoes 
will soon appear. 

Blues, which are very new, range 
from dawn to twilight and to mid- 
night hues, and many of them are 
trimmed with silver or gold kid, or 
even dull black, so as to emphasize 
the color value of the blue. 

Browns, in suede, lustre, grain 
and reptile finishes are good for 
October and later. Black suede is 
gaining. Satin is strong. Chanel 
red patent leather and velvet are 
new. | 

In art leathers, including the rep- 
tile, the leaf, the flower, the wood, 
and so on, there is unabated inter- 
est. Miniature checkerboard and 
diamond effects, and baby sea ser- 
pents, of sinuous lines, and iguana, 
of jagged lines, are new. 








HAVERHILL 














Industry Booming 


HE predicted boom in the shoe 

and allied industry has developed 
following the vacation period, and 
manufacturing plants, large and 
small units alike, are now operating 
at full speed. Production is limited 
only by the available labor supply. 
Stitching room help continues in 
general demand, with all skilled 
operators holding full-time employ- 
ment. The end of the summer sea- 
son brought back many shoe workers 
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F 890—“Buster Brown” 
Misses’ tan lotus calf cut-out oxford, tan 
lizard trimmed, %-inch rubber heel, Korry 
Krome sole, stitchdown, Footshaping 18 
last, B, ©, D, 11%-2 $2.60 

Child’s same, %-inch rubber heel, Footshap- 
ing 24 last, C, D, 8%-11 $2.35 

Child’s same, spring heel, C, D, 4-8... .$2.00 

F891—Same in patent leather, black alli- 
gator trimmed. 





F 648—“Buster Brown” 


Girls’ patent Adeline strap, plain toe, 1%- 
inch covered wood box heel, imitation turn, 
Footshaping 27 last, A, 3-7; B, ob ¢ 


ipeeiliige ei trton eras 


Child’s same, spring heel, C, D, 8%-11. 2.85 


ST. LOUIS 
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F 650—“Buster Brown” 


Girls’ patent Labelle pump, brown lizard 
trimmed, plain toe, 14-inch covered wood 
box heel, imitation turn, Footshaping 27 
last, A, 24%-7; B, 3-7; C, D, 2%-7...$4.00 

Misses’ same, %-inch covered wood box heel, 
ee Ob Bh, SEE eco cckvesuccecenecess $3.35 

F651—Same in hazelwood calf, larchwood 
calf trimmed. 





F 426—“Buster Brown” 
Girls’ patent Edna-May strap, brown lizard 
trimmed, plain toe, single sole, 1%-inch 
leather heel, rubber top lift,- welt, Foot- 


shaping 43 last, A, 3%-7; B, 3-7; C, 
UE bd odlnna 4056 chcdsanesewoxd $4.00 
Misses’ same, %-inch rubber heel, Footshap- 


ing 27 last, B, C, D, 11%-2........ $3.35 
Child’s same, spring heel, C, D, 8%-11.$3.00 


ORDER BY MAIL 


Manufacturers 


F 330—“Buster Brown” 


Girls’ patent Sunny tie, brown lizard 
trimmed, plain toe, single toe, 1l-inch rub- 
ber heel, welt, Footshaping 36 last, A, 3%- 
TS Oh Ses G Dy Pee cacccscccccss $3.65 

Misses’ same, %-inch rubber heel, Foot- 
shaping Health Last No. 1, B, C, D, 
11%-2 


Child’s same, spring heel, C, D, 8%-11. 2.75 
F331—Same in Russia, tan lizard trimmed 


F332—Same in thrush elk, larchwood calf, 
trimmed. 


F 422—“Buster Brown” 


Girls’ patent Wilma pump, plain toe, single 
sole, 1%-inch leather heel, welt, Foot- 
shaping 43 last, A, 8%4-7; B, 3-7; C, 
DIAS cocecovcecccvesvcessvecescod $4.00 
Misses’ same, %-inch leather heel, Footshap- 
ing 27 last, B, C, D, 11%-2......... $3.35 


Meow Saoe Gowsgesaay, 


U.S. A. 


September 18, 1926 


Profit by the Increasing Sentiment for 
Better Care of Children’s Feet 


BUSTER BROWN 
Jor Boys IEALTH SHOES Jor Girls 
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from the mountain and shore re- 
surts, but skilled operatives are still 
inadequate. Local shoe men speak 
in a very optimistic vein of the fall 
and winter prospects. 

McKay business continues to 
afford most of the activity. Fac- 
tries making the better grade of 
turn footwear and the welt plants 
give indications of a better run than 
in several seasons past. The men’s 
slipper houses at present are also 
active. 

Black leathers and fabrics, which 
have claimed leadership since the 
opening of the new season, hold 
their front place, but tan calf is 
putting in appearance in greater 
volume, indicating that the satura- 
tion point in blacks may have been 
reached. Patent leather is enjoying 
a run that has never been equalled. 
Plain patent with reptile trim is a 
common combination, while gold kid 
trim with patent is a more recent 
style innovation. Patent embossed 
with gold or with floral design is 
appearing in some of the ultra-dress 
patterns. One-straps and oxford ties 
tell the style story in a very ade- 
quate way. Increased sales on 
leather are responsible for a general 
tightening of prices. 
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Production Has Healthy Tone 


HE shoe factories of this city 

are generally in a better con- 
dition than at any time since the 
World War. Production is well ad- 
justed as to prices and materials 
and there is more confidence on the 
part of distributor and buyer, al- 
though there is much “last-minute” 
buying, there is a better under- 
standing between maker and mer- 
chant of what may or may not be 
reasonably expected. Business for 
August was ahead of that of the 
corresponding period of last year 
and a little ahead of that of July. 
The majority of plants have enough 
business to keep them operating at 
capacity until the last of December. 
Salesmen who are now in their ter- 
ritories are sending back good sized 
orders to their factories, and some 
factories are now busily engaged 
on the spring run. 

Many beautiful models both in 
men’s and women’s shoes appear in 
the new creations in sample rooms. 
For instance, in women’s styles a 
bronze patent leather simulated 
alligator one strap, with cherry red 
trim at throat and quarter and a 
five-sided spike heel, in men’s shoes, 
the stroller tan and Hampstead 


Brown, appear in conservative and 
refined patterns. 

Shoe manufacturers are watch- 
ing the leather market keenly and 
are carefully studying the new col- 
ors and tannages. Leather men re- 
port that business is fair. One of 
the kid leather houses reports a 
very good demand for blond kid. 

The wholesale shoe trade, also, is 
in a healthy condition. A leading 
member of same said recently that 
the New England market center is 
losing none of its popularity with 
visiting buyers. 








Going to G. A. R. Encampment 


Henry Lilly, who is in himself 
a land mark in the shoe industry of 
New York as a permanent shoe auc- 
tioneer, left on Friday of last week 
for Des Moines, Iowa, to attend the 
National Encampment of the Grand 





Henry Lilly 


Army of the Republic, held in that 
city. Mr. Lilly is a delegate from 
the New York State organization, 
and he has not missed a National 
Encampment since 1905, notwith- 
standing the fact that only recently 
he celebrated his eighty-first birth- 
day. 
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Shipments Heavy 


ITH shoe shipments for the 

last week about the highest 
for any similar period this year, 
this center has concrete proof that 
business here has reached a high 
productive point. Manufacturers 
now have arrived at the point 


o 
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where they no longer talk conserva- 
tism. They say orders are coming 
in good, and this means much for 
Brockton where for many months 
their tone has inclined to doubt 
and uncertainty. 

There is a two-fold explanation. 
Some say generally improved busi- 
ness conditions throughout the 
country are _ responsible, while 
others say that information gleaned 
from salesmen now in their dis- 
tricts is to the effect there is a 
larger call for the good grade of 
men’s welts in which Brockton con- 
cerns particularly specialize. Wo- 
men’s shoe business reports are 
flattering, but it is mostly in the 
men’s lines where there is the deep- 
est feeling of enthusiasm. 

There has been a particularly 
heavy volume of men’s medium 
welts in golden tans and shades 
leaning to the bit darker during the 
week past. And by a strange con~ 
trast men’s blacks have picked up 
considerably. Quite a few manu< 
facturers are getting good calls for 
lines made up in the new double- 
deck welt, both in black and tan 
colors. 

Women still are demanding smart 
novelties, judging from the orders 
now going through some of the 
shops. Much patent is being cut, 
too, and this leather promises to be 
almost as popular in this center as 
is black calf. Straps hold popular- 
ity. 


ST. LOUIS 





Business Forging Ahead 


USINESS in the wholesale dis- 

trict is forging ahead and the 
demand for St. Louis footwear con- 
tinues at a furious pace. Manu- 
facturers are optimistic in their out- 
look for fall business and many 
have stated that the present mar- 
ket season is the greatest ever. The 
big general line houses find their 
perplexing problem in grinding out 
enough shoes to take care of their 
customer requirements. Factories 
are working at capacity and in 
many instances beyond what it was 
thought possible to produce. One 
large house during the combined 
months of July and August has 
shown a 35 per cent increase in 
shipments. 

The Brown Shoe Company ship- 
ments for August were $3,500,000, 
an increase over the same period of 
a year ago of $125,000. With prac- 
tically capacity for their factories 
last year during the month of 
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That’s A Perfect Job! 


AT a marvel Repco Dye is for dyeing black, all kinds of russet, 

tan and other light-colored leathers. It is very easy to dye light- 

colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


aod &} 
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The shoes will look as though they were always black. Repco has 
no offensive odor and is unaffected by water. 


Repco Dye is now put up in convenient 24-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 
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For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren St., New York City 
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August the gain must be consid- 
ered unusual. Indications from 
orders received during the first 
week in September forecast an- 
other month of bulging proportions. 
With the exception of one or two 
spots the business from the entire 
United States is proving satisfac- 
tory for the St. Louis shoe manu- 


facturers. 
Production Increased 


ITH orders coming in at a 
very satisfactory rate, Mil- 
waukee shoe manufacturers are 
realizing their predictions of a very 
good fall business. In many fac- 
tories production has been increased 
in order to take care of fall busi- 
ness and some are already working 
at or very near capacity. Reports 
from the retail trade indicate that 
the clearance season has been very 
satisfactory and low stocks are now 
being replenished for the opening of 
fall trade. Early business is also 
coming up to expectations, judging 
by reorders on many numbers. 
Little change from the early sea- 
son is reported in styles or mate- 
rials. In men’s shoes tan shades of 
a medium caste are holding a very 
prominent place, but blacks are also 
of note as they are moving much 
better than they did during the past 
season. The trend to a more me- 
dium toe continues. Women’s shoes 
have been moving freely in patents 
with other materials following in 
secondary position. A trend to 
plainer styles is apparent. 
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Oakey Back from South 


Waldo M. Oakman, who covers the 
country for Norman & Bennett, re- 
turned to Boston last week from a 
trip to the South and will soon be off 
again to show his line of sport shoes 
to his Pacific Coast trade. 


Sharpe with Lape & Adler 


Walter M. Sharpe is covering the 
trade of New England for his sec- 
ond season with Lape & Adler Co. 
He visited the National Secretary 
recently “twixt’” calls on the trade 
of “The Hub.” Walter reports that 
he is meeting with a fine response 
from merchants to the new creations 
in the Lape & Adler line. 


Louis Kornman Is Dead 


BosToN.—Louis Kornman, senior 
member and founder of the firm of 
Kornman, Sawyer & Co., wholesale 
shoes, one of the best known buyers 
in this market, coming here regular- 
ly for the past twenty-seven years, is 
dead. He passed away August 14, in 
his sixty-third year, at the Johns 
Hopkins Hospital, Baltimore, after 
an illness there of about a week, as 
the result of a paralytic stroke. 

Mr. Kornman was one of “the old 
timers” in the shoe jobbing trade. 
He was born in Fresenheim-Baden, 
Germany, and came to this country 
40 years ago. He was a fine type of 
man and he will long be affectionate- 
ly remembered by a wide circle of 
friends. He leaves a widow and 
three sons, two of them, Milton and 
Gerald, associated with him in the 
shoe business. His other son was 
associated with him in the cloth- 
ing firm of A. L. Kornman Mfg. 
Co. He also leaves many nephews, 
two of whom, Gus Kornman, Jr., and 
Leonard Sawyer, are connected with 
the wholesale shoe concern of Korn- 
man, Sawyer & Co. Funeral services 
were held in Nashville, Tenn., in 
which city he was buried. 


Jack Dempsey to Wear Brock- 
ton Shoes in Ring 


BROCKTON.—When Jack Dempsey 
steps into the ring in Philadelphia 
Sept. 23 with Gene Tunney to defend 
his title as heavyweight boxing 
champion of the world, he will wear 
special shoes manufactured by the 
Golden Sporting Shoe Co. of Brock- 
ton. The shoes, especially designed 
for the champion by Daniel J. Gol- 
den, are of yellow  unstretchable 
kangaroo leather, sized 914, with a 
counter of rubber composition. 
They are unlined, and the sole is 
of genuine quilted elk skin, the 
quilting arranged to prevent slip- 
ing. They weigh 14 ounces. 

Dempsey has been wearing an- 
other special pair made by the same 
concern during his training. They 
are size 10 and similarly constructed. 

The company already is turning 
out another special football shoe 
with detachable Bakelite cleats. The 
new cleats do not catch mud, and 
are made in two sizes, one for a dry, 
hard field and the other to be at- 
tached in muddy weather. The de- 
tachable idea was perfected by Mr. 
Golden in a baseball shoe for Ty 
Cobb, and they proved so success- 
ful many of the big league stars now 
are using them with good results. 











BOOT AND SHOE RECORDER 93 


Barnet Sees Black Receding 
in Popularity 

NEw YorK—Color rather than 
black will predominate in costumes, 
shoes and bags, in the opinion of 
Sylvan M. Barnet, president of the 
Barnet Leather Co., who has just re- 
turned from an extensive tour to the 
style centers in Europe, where he 
gathered a great number of style 
ideas which will be applied to the 
production of leather for shoes, bags 
and garments. 

“The leading color for dresses, 
shoes and bags for fall,” he said 
upon his return last week, “will be 
Chanel red, which some people call 
Bordeaux, others claret. Personally 
I believe this color will be done to 
death. Blacks have failed as a lead- 
ing color, as the people in Europe 
have had enough of that during the 
war and after the war. They want 
cheerful colors, not blacks. 

“The leading shade for spring will 
no doubt be sauterne—a blond shade 
with a little red in it. This belongs 
to the Chanel red family, but is very 
pale. Some call this ashes of rose, 
or rose blush, or Marsala. Other 
shades of the blond family will also 
be in demand for the spring, not as 
light a shade as parchment but a 
darker shade, such as champagne, 
ecru, and even the old field mouse 
shade. 

“For trimming stock, reptilian 
leathers of a smaller design than 
formerly will be used. These and 
other novelty leathers have become 
staple and are here to stay. There 
will not be so many shoes of an all- 
over fancy leather with the excep- 
tion of alligator, which is very good 
for an all-over shoe. Modern art 
has taken a hold on Europe and both 
harmonizing and contrasting colors 
that go well together will be used 
in the same shoe. 

“There is nothing new in the way 
of patterns or designs, but new com- 
binations of leathers and materials 
will be used.” 


Kershaw & Dugin Expand 


HAVERHILL—The shoe firm of 
Kershaw & Durgin has made sub- 
stantial expansion to care for its 
growing business. The firm, one of 
recent origin, was recently manu- 
facturing by the contract method, 
but the demands of the trade now 
make necessary full manufacturing 
facilities. The making and finish- 
ing room departments are now under 
way and the firm will be able to sub- 
stantially increase its production. 
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for Stout Women I in 
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Velvet, particularly black velvet, appeals to co 
stout women, for in addition to its comfort- of 
able softness, it has that much desired slen- M4 
derizing effect. ge 
st 
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We cut a very high grade velvet. It is deep 
black and fast black, with a close, long 
wearing nap. 
This one strap is built over a splendid fit- 
ting pump last. It is cut over a one strap a 
pattern that produces a shoe that will not il 
yn 2am bind, gape or slip. ; 
» gap P 
Black velvet one strap, black ooze t 
scalloped collar, 14/8 Wingfoot heel. t 
209 last. The slipper is trimmed with a black ooze l 
scalloped collar. It is a Goodyear welt, 7 
Be Goch with a long solid leather pump counter, a y 
solid leather heel, Wingfoot top lift, and ; 4 
Widths D, E and EEE a built in steel support that will not break I 
Sizes 2% to 10. down. 
Price $5.00 : 
If you want something to tone up your wide 
Sines 8% and 9.......... Se eee width or stout business you couldn’t ask for , 
Sizes 9% and 10........ S@c emma anythi.g more suitable than Style 249. : 
Sizes 10% and 11........ 75¢ extra 
One and two pair orders 25¢ per The shoes are on the floor awaiting your ‘ 
pair extra. order. 





165 N. Water St., Rochester, N. Y. 
Caicazo Office: 189 W. Madison St. 
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To Fight Poisonous Dyes 


APPLETON, WiIs.—Members of the 
Wisconsin Shoe Retailers Associa- 
tion are getting behind the move- 
ment to have the State legislature 
pass a law directed against the use 
of poisonous shoe dyes in this state, 
according to an announcement by J. 
B. Langenberg, local shoe dealer, 
State secretary of the association. 

In commenting on the present sit- 
uation regarding poisonous dyes, Mr. 
Langenberg stated that the annual 
State convention of the association 
had instructed its legislative com- 
mittee to appear before the next 
meeting of the State legislature in 
an effort to obtain proper legislation 
in this direction. 

During the past few weeks, Wis- 
consin newspapers have been giving 
considerable publicity to the dangers 
of shoe dye poisoning in an effort to 
warn against its dangers. The pub- 
licity will undoubtedly create a more 
general interest in the passage of 
such a law when the next legislature 
convenes. 


Few Wear Well Fitting 
Shoes 


MILWAUKEE.—Out of 1,000 men 
and women whose feet were exam- 
ined for a survey at the Wisconsin 
State Fair held in Milwaukee during 
the week of Aug. 30 it was found 
that 31 per cent of the women and 
14 per cent of the men were wear- 
ing shoes that did not fit their feet. 
The percentage of those who were 
wearing really well fitting shoes was 
40 per cent for the men and only 14 
per cent for the women. 

Boys and girls examined during 
the survey showed a higher average 
of well fitted shoes. Forty-five per 
cent of the boys were wearing shoes 
which were fitted well, and 32.9 per 
cent of the girls. 

The report based on the results 
of the survey and other investiga- 
tion stated that shoes for very small 
children should be absolutely flat on 
the sole. At the age of five the child’s 
foot begins to take shape and to 
arch and at that time shoes must be 
selected to fit the foot. For women, 
broad toes, a straight inside line 
from the ball of the foot to the tip 
of the toe, and heels of average 
height were recommended. 


Velvets and Moires 


MILWAUKEE— While patent 
leather has been leading in sales at 
the Frame Boot Shop, several other 
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Meyer Sole Owner of Ver- 


milion Street Store 


DANVILLE, ILL.—In the recent dis- 
solution of the firm of Cavanaugh & 
Meyer, Frank P. Meyer takes the 
new store at 22 North Vermilion 
Street. 

For 20 years Mr, Meyer was an 
active partner in the ever-growing 
business at 18 North Vermilion 
Street, just south of the new loca- 
tion. In 1924 it became evident that 
the business was outgrowing the 
quarters and through a fortunate 
circumstance the large and attrac- 
tively decorated room at 22 North 
Vermilion Street was leased for a 
long period. This room is artistically 
furnished and contains an entirely 
new stock of high-grade footwear. 
The size of this new store allows 
ample space for future extensions 
to business on which Mr. Meyer is 
now planning. 

Frank P. Meyer is widely known 
to the shoe trade of the country. For 
many years he was president of the 
Illinois Shoe Retailers’ Association. 
His activities in this organization 
made it one of the most successful 
organizations of the kind in the 
United States. He is a tireless worker 
and each year his organization added 
to its membership. For two years 
Mr. Meyer was secretary-treasurer 
of the National Shoe Retailers’ Asso- 
ciation. He later served for several 





Frank P. Meyer 


years as vice-president, a member of 
the board of directors, and a member 
of the styles committee of the N. S. 
R. A. 

Mr. Meyer is an equal owner with 
Lyle S. Abbott of Peoria in three 
large shoe concerns outside of Dan- 
ville; the Clark Shoe Company of 
Peoria, one of the largest shoe de- 
partments in towns of one hundred 
to two hundred thousand; the Clark 
Shoe Company of Rockford, IIl., and 
the Clark Shoe Company of Racine, 
Wis., which has location in the high- 
grade Zahn store. 





materials have been showing up very 
nicely during the past few weeks, ac- 
cording to Morris Frame. Of spe- 
cial interest during August and 
early September has been black vel- 
vet, which has been moving in a 
variety of styles. 

Velvets were introduced by Frame’s 
early in August in a pump style with 
a beaded tongue. Following a good 
demand for this number, the store 
introduced velvets in a strip pump 
and another style, both of which have 
been going very well. 

Another novelty which has shown 
satisfactory activity has been a 
moire pump. These moires have been 
selling very well for several weeks 
and look very protaising for another 
week or two before the demand falls 
off. 

Satins have been picking up to a 
marked degree, Mr. Frame reports. 
They have been popular in plain 
pump styles with fancy buckles and 
they have also been good in a one- 
eyelet tie with a pointed tongue of 
conservative proportions, 

Cherry patent has been introduced 
in two styles just recently, and the 
new material is attracting much at- 





tention, promising well for the fu- 
ture demand. 

In general, pumps have been lead- 
ing in styles at this shop, bringing 
about a revival of interest in fancy 
buckles. Straps have been second, 
followed by a variety of ties and ox- 
fords in plain and trimmed effects. 


Utz & Dunn Will Not Be 


Reorganized 


ROCHESTER, N. Y.— Recent an- 
nouncements regarding the sale of 
the Utz & Dunn Co. factory to the 
W. B. Coon Company and the retire- 
ment of William H. Dunn and Henry 
J. Utz from the business stated that 
a new company would be organized 
to take over the welt business of the 
Utz & Dunn Co. When the liquida- 
tion was first announced, a group 
of former employees endeavored to 
form a new organization to continue 
the manufacture of “Heel Hugger,” 
“Dr. Edison” and other special welt 
shoes, but this plan has been given 
up and the business will be liqui- 
dated as soon as possible. 
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Boyish Bobs and Boyish “Dogs” 









Collie 
Tan Concealed Gore ‘Scotty’ 
Pump, with Baby Alligator 
Saddle and Apron. 1 inch 
Leather Heel—B & C. 
$3.60 














; : : : Terrier 
Airedale = With their haircuts and their a rn 
Tan Calf 3-Byelet Tie, with “‘clothes-cuts” looking more and “Wingfoot” Heel—A, B & C 
Tan Baby Alligator Trim, . 1 


inch Leather Heel—A, B & more masculine, it’s very natural $3.60 
C. As above, in Gun Metal 


Calf. that the cut of their shoes should aus 
\ $4.00 











also be boyish. So, here they f Ass 
are! 


Our first orders on these shoes 
were snapped up so quickly, they 
have gone into “‘second editions” 
already. 


These are “‘talking dogs,” and the 
word is “‘profit.”’ 


Yours truly, 
Geo. M. Rosen, Gen’! Mgr. 





wi Chow 

r Calf — Schmid?’ Tan 3-Eyelet ~ Alligator 
n ° an chm s yi : 14 . CY; “i 

Crsncdils Calf, 1 inch Horse- foot Eleel. , _— 
shoe a A,B ac. As above, with 1 inch Heel. 
; As above, in Black Calf, 1 
inch Heel. 
Same pattern, in Tan Calf, 
Balloon Toe. 1% inch Heel. 
A, B & C. 

$3.60 
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Setter 
Tan Blucher, Alligator Saddle, 
1 inch Leather Heel. A, B & C. 
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Stetson Shoe Outing 


Five hundred and fifty executives 
and employees of the Stetson Shoe 
Co., Inc., assembled in front of the 
factory at South Weymouth, Mass., 
on Friday morning, Sept. 3, for the 
annual outing and picnic under the 
auspices of the Stetson Foremen’s 
Association. One hundred and fifty 
automobiles were in the parade from 
the plant to Ridge Hill Grove, Nor- 
well, Mass., where the festivities 
began. 

Sports for the young lady em- 
ployees included a ginger ale drink- 
ing contest, candy chewing contest, 
peanut race, potato race, sack race, 
and a “howling” ball game lasting 
five innings. The men ran races, 
jumped, played quoits, enjoyed a 
contest of strength in the tug-of- 
war event, and “wound up” the day 
with a fast and hard played ball 
game in which the Old Timers 
“plastered” the Young Kids to the 
tune of 8 to 6, six pitchers being 
used in as many innings. 


“The Chow” Was Good 


At noon the “chow line” formed, 
and upon reaching the big tent were 
served with a “lunch” consisting of 
clam chowder, crackers, steamed 
clams, clam broth, chicken, lobster, 
sweet corn, sliced ham, potato salad, 
ice cream, cake and coffee. The 
“lunch” was put up by the Percys, 
the operators of the cafeteria in the 
Stetson plant. 

The Weymouth Post, No. 79, 
American Legion band helped liven 
up things by numerous selections, 
classic and otherwise during the 
day. An immense snake dance was 
led by the band and participated in 
by the makers of Stetson Snappy 
Ties and Stetson Healdarch shoes 
for men. 

One of the most popular features 
of the outing was dancing in the 
pavilion, an orchestra having been 
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The recent annual outing of the Stetson Shoe Co., Inc., featured “The Old Timers” 


brought along for the purpose. Late 
in the afternoon an impromptu 
Charleston contest was run off in the 
dancing pavilion, and earlier in the 
afternoon some dozen girl employees 
staged a clever take-off of their 
bosses, appearing in costume and 
imitating the mannerisms of depart- 
ment foremen and superintendents. 


Semi-Annual Sample Feste 


The outing closed the semi-an- 
nual sample feste of the company. 
The salesmen present at the meet- 
ings and outing were: A. V. Hol- 
brook, large cities in the Middle 
West; J. W. Melville, Middle West; 
G. W. Young, Pacific Coast; R. E. 
Sherman, Southern States; J. L. 
Todd, Middle Western States; W. A. 
Bates, New York and Pennsylvania; 
E. R. Scudder, New England. 

Officials of the company present 
were: A. W. Little, president; C. T. 
Heald, vice-president and sales man- 
ager; A. C. Heald, treasurer and 
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Guests were Ed 
and Ben Berke 


general manager. 
Bauer, Cleveland, 
and wife of Detroit. 


Arnold Shoe Outing 


The M. N. Arnold Shoe Co. re- 
cently ended its semi-annual five 
days’ sales convention with an out- 
ing and banquet at the Hotel Pil- 
grim, Plymouth. One of the fea- 
tures of the get-together was.the 
presentation by W. Percy Arnold, 
president and treasurer, in behalf 
of the company, to a group of em- 
ployees who had been with the house 
for 50 years or more, of diamond- 
studded gold service pins, namely 
W. Tirrell, A. Powers, F. Holbrook, 
John Feeney, Frank Shaw, A. Mc- 
Donald, W. Rush, P. Slattery and 
G. Fitzgerald. It was stated that 
during this 50-year period since the 
business was started there has been 
no labor trouble whatever. 





Here is a bunch of the men selling the Piekenbrock Shoe, “snapped” 
on the grounds of the Dubuque Golf and Country Club, at which 
place the noonday luncheons, in connectin with the recent sales con- 


ference of The E. B. Piekenbrock Shoe Mfg. Co. were held 
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So close a relationship has foot health to general health that a great te 
insurance company is spending thousands of dollars in educating the ers 
public to its importance. ian 
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Misuse—disuse and abuse, says the insurance company, are the causes 
of foot troubles, and every retailer knows that the trouble is largely ¢ 
a matter of ill-adapted shoes. 


CANTILEVER sensed this many years ago, and Cantilever Shoes have | 
overcome it. Our thousands of dollars have been spent in telling the for 








people; so that every part of the country knows about Cantilever Com- - 
fort and Foot Freedom, and Cantilever Style and Quality. : 7 
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CANTILEVER CORPORATION 


410-424 Willoughby Avenue i 
(Between Bedford and Nostrand Avenues) 


BROOKLYN, N. Y. 
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Frank Boule Visits Rochester 


ROCHESTER, N. Y.—Frank Boule, 
manager of the Nettleton Shop lo- 
cated in the Roosevelt Hotel, New 
York City, visited Rochester last 
week and renewed his acquaintance 
with the members of the Rochester 
Association of Traveling Shoe Sales- 
men. 

Frank reports a big increase in 
the men’s shoe business and looks 
for a big fall trade. 


Bank Features Shoe 
Industry 


ROCHESTER, N. Y.—The National 
Bank of Rochester featured the local 
shoe manufacturing industry in their 
newspaper advertising as follows: 

“ROCHESTER-MADE SHOES, 

MADAM, LE.’.D IN STYLE, 
QUALITY AND WEAR” 

For nearly three-quarters of a cen- 
tury Rochester has been one of the 
leading shoe centers of the world. 
Specializing in women’s and chil- 
dren’s fine footwear, this great local 
industry does an annual volume of 
business exceeding twenty million 
dollars. Its products range from the 
most exclusive opera pump to the 
tiniest soft sole infant’s sandal. 

The yearly payroll for the 6,500 
employees totals over $10,000,000 and 
in addition the forty-five shoe manu- 
facturers are the principal custom- 
ers for several hundred Rochester- 
ians engaged in the leather and shoe 
findings branches of the industry. 


George Hanf with Dunn & 
McCarthy 


ROCHESTER, N. Y.—George Hanf, 
formerly superintendent and gen- 
eral-manager of the Utz & Dunn Co., 
has been appointed superintendent 
of the Dunn & McCarthy shoe fac- 
tory at Auburn, N. Y., and will take 
up his new duties Sept. 20. Mr. 
Hanf has had long experience in the 
manufacture of women’s high grade 
tootwear. 


New Ballet Slipper Firm Is 
Formed 


NEw YorkK.—A new firm for the 
manufacture of hand-made profes- 
sional toe and ballet slippers has 
been formed here under the name of 
Gabriel & Bruggi. The members of 
the firm are Louis Bruggi and A. 
Gabriel, for several years with the 
L. M. Hirsch Shoe Company and 
later with Capezio, retailer and 
manufacturer. Offices have been es- 
tablished by the new firm at 176 
West 72nd Street. 
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Shaft Pierce Shoe Company 
Opens Los Angeles Branch 


In order to give their Pacific 
Coast dealers the same good service 
rendered merchants in other parts 
of the country on Acrobat and 
Balancer footwear, the Shaft Pierce 
Shoe Company of Faribault Min- 
nesota has opened a Pacific Coast 
branch at 111 East Eighth Street 
in Los Angeles. 

The management of the new of- 
fice is in the hands of Earle M. Hol- 
lander well known among coast mer- 
chants. W. D. Morgan, another well 
known Coast shoe salesman, will as- 
sist him. 

Mr. Hollander will continue to sell 
the Shaft Pierce line in Southern 
California, Mr. Morgan and Sam 
Codden, the balance of the Coast 
territory. 


Earle M. Hollander 


All Off at 90 


A Nettleton dealer who takes much 
pride in the high grade shoe busi- 
ness which he has built told John 
Burns the following story about Mr. 
Garfield, who sold him his original 
bill of Nettleton shoes. 

Mr. Garfield had practically sold 
his prospect, when the customer in- 
quired, “What are your terms?” 

Mr. Garfield replied: “On case 
goods, two off twenty.” 

Customer: “What off sixty?” 

Mr. Garfield: “None off sixty.” 

Customer: “What about ninety?” 

Mr. Garfield: “It’s all off at 
ninety.” 

Both had a good laugh and Mr. 
Garfield got the order. 
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New Wood Heel Company 


HAVERHILL—-Among the new cor- 
porations in the local industry are 
the Fashion Wood Heel Co., capi- 
talized at $25,000, with the follow- 
ing incorporators: Abraham Bren- 
ner, Hyman Goldbaum and John 
Kesslen, all of this city; also the 
Radio Shoe Co., with an authorized 
capital of $10,000, incorporated by 
Abraham Holtz, Peter A. Sofrasnas 
and P. A. Gulesian, all of this city. 


United Salesmen in 
Territories 


The salesmen for the United Shoe 
Manufacturing Co. of St. Louis are 
in their territories, having left 
during the week of Aug. 23. G. A. 
Price will cover Illinois, lowa and 
Michigan and make his headquar- 
ters in Chicago; J. A. Lord, Jr., will 
cover the entire South; H. G. Har- 
travel in Indiana, Ohio, 
Pennsylvania and the Virginias. C. 
F. Goodwin, who is well known up 
and down the Pacific Coast, left on 
Sept. 1 for that section of the coun- 
try. 


R. A. T. S. S. Nominate 
for 1927 


ROCHESTER, N. Y.—At the final 
meeting of the summer season held 


fH at the Chamber of Commerce, the 
| following nominees were announced 


as candidates for officers in the Roch- 
ester Association of Traveling Shoe 
Salesmen for 1927: president, A. J. 
McLeod and Fred S. Bull; first vice- 
president, J. T. Clark and Jack Cas- 
tle; second vice-president, Charles J. 
Viegard and Joe Byrne; third vice- 
president, Clinton L. Clark and 
Charles O. Fox; secretary-treasurer, 
Clark B. Rowley. 

The annual election will be held 
the first meeting in January. 


Feature English Shoes 


DETROIT.—R. H. Fyfe & Co. are 
featuring imported English footwear 
for men, tieing up a newspaper ad- 
vertising campaign with a window 
display of these lines. Not only are 
the heavy sport grain oxfords shown 
in both tan and black but imported 
riding boots, spats, puttees and 
slippers are included. As accessories 
spurs, boot-jacks, kooks, etc., are 
used. A British flag was draped in 
the background. 
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A Revolutionary 
Canvas Shoe 


Be sure to sample it before placing 
your 1927 business 


There is no canvas footwear constructed like the new 
Rajah Canvas Shoe. It is as revolutionary as was our 
famous Rajah Crepe Sole. The difference is in the method 
of attaching the pure crepe Rajah Sole without vulcaniza- 
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tion. 





REGISTERED 


Vulcanized Rajah Canvas 
Shoes are light in weight but 
amazingly long in wear. They 
give their wearers such bare- 
foot comfort—such foot secur- 
ity as they have never known 
before. 


As to appearance—their natu- 
ral, rugged “bench-made look” 
appeals to a class which has 
avoided the ordinary tennis 
shoe. They have none of the 





stiff, artificial look of the vul- 
canized shoe. 


And in their distinguished ap- 
pearance you find a clue to 
their foot-conforming quali- 
ties—to the ease and comfort 
they give. 


This sensational shoe will en- 
able you to develop the best 
kind of a trade in canvas foot- 
wear. May we send samples 
and give further particulars? 





ALFRED HALE RUBBER COMPANY 


ATLANTIC 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 
SHOES 
Brockton, Mass. 
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Brown Durrell Co. Makes New Affiliation 


New York.—An affiliation of in- 
terests between two important fac- 
tors in the women’s full fashioned 
silk hosiery industry was completed 
on September 8 when The Brown 
Durrell Co. of New York and Boston 
became a substantial stockholder in 
the new hosiery mill recently com- 
pleted in Philadelphia which is now 
recognized under the corporate title 
of Schletter & Zander, Inc. Richard 
E. Schietter is the president of the 
new organization; Paul E. Fitz- 
patrick of Boston, president of 
Brown Durrell Co. is the vice-presi- 
dent; Walter E. Zander, treasurer, 
and C. M. McGee, secretary. These 
officers, forming the board of direct- 
ors, will conduct the affairs of the 
new corporation. 

This new mill is of the most 
modern construction and is on ex- 
tensive plottage which will allow for 
growth and expansion. It is situ- 
ated on the main line of the Penn- 
sylvania Railroad at Holmesburg 
Junction, a few miles north of 
Philadelphia. Richard E. Schletter, 
president, is one of the most experi- 
enced manufacturers in the United 
States, having grown up in the knit- 
ting industry in Germany, later 
coming to the United States and as- 
sociating himself with one of the 
largest manufacturers of full fash- 
ioned hosiery machines. His in- 


ventive genius early manifested jt. 
self and he has secured many val. 
able patents for practical knitting 
improvements so that the Schlette; 
& Zander Company earned an enyi. 
able reputation for producing such 
distinctive hoisery as Gordon V line 
lace clocks and shadow clocks. These 
featured numbers, constituting the 
entire production of Schletter & 
Zander, Inc., will now be distributed 
exclusively by the Brown Durrell 
Co. and will form an important part 
of the Gordon Line. 

The Gordon V-Line Chiffon No, 
815 which was only put on the mar. 
ket during the spring season almost 
instantaneously established itself as 
a big production line and orders for 
new machinery were placed accord- 
ingly. These machines are now in 
operation and the Brown Durrell 
Co., through a more than doubled 
manufacturing output, is enabled to 
reduce the price from $22.50 to 
$19 per dozen. In addition, a new 
Gordon V-Line hose No. 725 of 
medium service weight, with twenty- 
four inch silk boot, silk foot and 
mercerized hem, is being manv- 
factured and orders are being ac- 
cepted for October delivery. The 
price of No. 725 is also $19 per 
dozen. These price changes go into 
effect at once and not Sept. 25, as 
erroneously reported. 
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M. A. PACKARD co., Makers 
BROCKTON 





Shoe Output Gains 


WASHINGTON—According to re- 
ports to the Department of Com- 
merce by 1006 manufacturers, rep- 
resenting 1156 factories, the total 
production of boots and shoes in 
July totaled 24,954,784 pairs, as 
compared with 25,040,680 pairs in 
June and 23,128,733 pairs in May, 
1926; 24,758,348 pairs in July, 1925; 
and 21,389,498 pairs in July, 1924. 
Comparative figures for January- 
July show 179,260,964 pairs pro- 
duced in 1926 and 185,208,773 pairs 
produced for the same 1925 period. 

The July production included 6,- 
748,629 pairs of men’s shoes (high 
and low cut leather) ; 1,769,198 pairs 
of boys’ shoes; 8,696,943 pairs of 
women’s shoes; 2,662,153 pairs of 
misses’ and children’s shoes; 1,795,- 
573 pairs of infants’ shoes; 305,319 
pairs of athletic and sporting shoes 
(leather); 313,931 pairs of shoes 
with canvas, satin and other fabric 
uppers; 323,823 pairs of all leather 
slippers for house wear; 1,755,088 
pairs of part leather slippers for 


house wear, and 584,127 pairs of all 
other leather or part leather foot- 
wear. 


Attend Credit Meet 


MILWAUKEE.—Between 20 and 25 
members of the Milwaukee Shoe 
Credit Men’s association attended a 
joint meeting of the Milwaukee and 
Chicago Shoe Credit Men’s associa- 
tions held in Chicago, Saturday, 
Sept. 11. The meeting was planned 
along the same lines of previous 
joint meetings of these bodies which 
are held semi-annually, the fall meet- 
ing in Chicago and the spring meet- 
ing in Milwaukee. Addresses and 
general discussions of interest to 
both groups make the meetings of 
value and the entertainment pro- 
gram is an additional attraction in 
every instance. D. L. Sawyer, 
credit manager of the F. Mayer 
Shoe Co., and for many years presi- 
dent of the Milwaukee Shoe Credit 
Men’s association headed the Mil- 
waukee delegation. 
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Long ago, the streets of Bagdad 
rang with the cry “New Lamps for 
Old,” but it was only recently that 
the trade idea contained in this cry 
was turned to good account in shoe 
retailing. M.S. Metzler, who man- 
ages the shoe department in the 
store of Gensemer Brothers, Kent, 
Ohio, decided that the ordinary 
summer clearance sale had palled 
on the public. His line of thought 
went further and produced an “Old 
Shoe Week,” which resulted in one 
of the biggest and most successful 
sales ever held in the store. 

“The rules of the sale were sim- 
ple,” he said, “consisting of the ex- 
change of one pair of ladies old 
shoes for $1.50 credit on one pair of 
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New Shoes for Old 












new shoes. Likewise 75 cents on 
children’s. We placed the old shoes 
in the window, as shown in the pic- 
ture, as fast as we received them, 
thus making a display which at- 
tracted the attention of all who 
passed by. 

“The window in which we chose 
to place our shoes, while very hard 
to decorate in a well-balanced dis- 
play, had the distinct advantage of 
being a corner window facing on 
two of our main streets, thus giv- 
ing the sale much more publicity. 

“We believe that Novelty Attracts 
the Public Eye, for this was one of 
the biggest and most successful 
sales that we have ever had and 
we intend repeating it yearly.” 
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Mensch with Murphy-Saval 


CuHIcAGO.—Cal. J. Mensch, well 
known merchant and member of the 
style committee of the N. 8S. R. A. 
has just accepted a position with the 
recently organized Murphy-Saval 
Shoe Company of which Rosecrans 
Murphy is president. 

Mr. Mensch who is handling the 
eastern territory for the Murphy- 
Saval Company has just returned to 
Philadelphia after a ten day session 
at the factory going over what he 
says is the finest line of women’s 
McKay footwear to be seen. 

Incidentally he brought along with 
him an envelope full of orders for 
Murphy-Saval shoes. 


Saturday Closing 

LYNN.—Mayor Ralph Bauer, of 
Lynn, has stirred up a commotion 
among merchants by recommending 
that retail stores be closed all day 
Saturday during the summer season. 
He says that Lynn, a city of 100,000 
persons,-is large enough to go on to 
a summer schedule of five days a 
week, 
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He also adds that through the de- 
velopment of cooperative merchan- 
dising campaigns, Lynn merchants 
can make all their sales in five days 
of each week, and increase their vol- 
ume of sales, especially on the better 
grades of goods. 

Many merchants differ from 
Mayor Bauer. But they do not ac- 
cuse him of speaking for political 
purposes, because he is a retail mer- 
chant himself, having one of the 
largest office supply and stationery 
stores in Lynn. He is willing to 
close Saturdays if others will do like- 
wise. 


Wiechman Pattern Company 
Moves 


CINCINNATI—The Wiechman Pat- 
tern Co. has moved from its old 
location at 124 East Eighth Street, 
to larger and more modern quar- 
ters at 71 Duttenhofer Building, 
Sycamore and Sixth Streets. In the 
new location the firm will be able 
to render increased and more effi- 
cient service to its clients. 














HAND LASTED 
Bion F-REYNOLDS Cow. 


BROCKTON, MASS. 








STOCKH DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLE*' 
“They've Got te Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc 
Seuth Weymeuth, Mass. 











HENRY LILLY oo 
88-90 Reade St. 
AUCTION TRADE “a 


SHOES and RUBBERS 


Every Wednesday and Friday 






























Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


ae en of apy 
produce Uniform Quality. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 








T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS 











The One 
Waterproof 


Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tannerles at Danverspert, 95 South St, Boston, Mags. 
























PARISTYLE en MFG. CO., _ 


41-46 Washingt ~, Dreckivs, it 
New York Office, yy 1116, 032 Ree, 
HIGH GRADE TURN MULES eed D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
$24.00 per doz. and Up. © 





SEST-EVER SILPPER CO., inc., BROOKLYN. N. 7 








Novelty Slipper Co. 
Makers of 
Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 














PULLMAN TRAVELING SLIPP 


better"than ever in Quality and fit 
tor,ownery of Trade Mark Pullman’ 
MADE ONLY IN GENUINE 


full sizes 3 toll in Stock 


M. GUSTIN CO. 
WI9Dst New York 








Brass Bros. & Feinroth, Inc. 
52-56 Garden St., Brooklyn, N. Y. 


Novelty Mules—D’Orsays for the 
Exclusive Trade 


Samples on requesi 




















Makes Oli Shoes Look New 
THE NU-SH‘'NE CO. 
Mkt. St. Reidsville, N. C. 
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Crossett Convention Successful 


NORTH ABINGTON, MASss. — The 
Salesmen of Lewis A. Crossett Co. 
came in from territories extending 
from Coast to Coast, and from the 
Canadian border to the Gulf of Mex- 
ico, to attend a conference at the 
factory at North Abington, Mass. 
The purpose of this convention was 
to promote the mutual interests of 
the merchants throughout the coun- 
try handling the Crossett line, and 
the company. The salesmen became 
very enthusiastic over the line of 
samples that had been prepared for 
them for the new season. * Some of 
the principal features were: the new 
lasts and patterns; the increased 
number of models in the Crossett 
Supple Tread Shoe; the enlarged in 
stock department, with a wide selec- 
tion of new models appealing to 
young men, as well as shoes that have 
a distinctly local appeal in various 
sections of the country, in all 80 dif- 
ferent models. 

The convention was presided over 
by Austin S. Kibbee, general man- 
ager, and was addressed by depart- 
ment heads, the salesmen themselves 
contributing much to the valuable 
discussions that were held. A fea- 
ture of the convention was the usual 
field day sports, bringing out the en- 
thusiasm alike of those who took 
part and those who were on the side 


lines, but all participated in the good 
dinner set before them at the Shore 
Gardens, Nantasket. 

The salesmen left for their varioay 
territories with trunks full of dis. 
tinctive styles, with prices to. please, 
advertising cooperative helps and 
with full confidence that they have 
what their customers need to meet 
present day demands in the shoe 
trade. 

Mingling with the salesmen and 
sharing in the athletics as well as in 
the more serious part of the confer- 
ences, were the foremen of the Cros- 
sett organization. 

Those present were: 


J.C. Boggs, W. H. Dooley, J. Droege- 
meier, F. C. Fletcher, E. C. Fulghun, 
T. W. Furlong, F. E. Hart, W. D. Howe, 
W. J. Howe, Austin S. Kibbee, A. H. 
Atherton, A. W. Johnson, Fred Belyea, 
S. J. Gilman, H. J. Murray, C. L. Keene, 
C. G. Bascom, R. A. Maybee, C. G. 
Swanberg, P. B. Newcomb, H. P. Gould, 
W. C. Turner, Bertram Harding, F. P. 
Hutchinson, L. E. Kersey, E. H. Lewis, 
Edgar Lyle, G. L. Magette, A. Maples, 
A. F. Medine, F. D. Mullin, A. J. Doyle, 
R. G. Hasty, F. L. Armstrong, W. G. 
Webster, L. E. Marshman, H. M. Coch- 
ran, Almy Belcher, W. F. Joyce, T. H. 
Bailey, J. B. Dyer, A. E. Doherty, 
George Lincoln, H. W. Hunt. 








Chase May Resign as Brock- 
ton C. of C. Head 

BrockTon.—Arthur J. Chase of 

the Geo. E. Keith Co., who has been 


kept from his duties for many 
weeks because of a nervous break- 


down, in revisiting friends this 
week, intimated he will resign as 
president of the Brockton Chamber 
of Commerce, at the head of which 
he has made a notable record. He 
is expected to continue supervision 
of the Brockton and South Shore 
Shoe Magazine of which he was the 
leading founder. 


Worti to Open Shoe Dept. 


New York—Worth, Inc., which 
has maintained a women’s specialty 
shop on Thirty-fourth Street near 
Sixth Avenue for a number of 
years, is shortly to add a shoe de- 
partment. Hitherto this store has 
not dealt in footwear. The company 
passed through a financial reorgan- 
ization about a year ago. 


Showing of Fall 
Footwear 


HOLYOKE, MAss.—In their advance 
showings of new fall footwear_for 
women, Thomas §. Childs, Inc., pre- 
sents a cutout three-eyelet, oxford in 
shades of brown and black, with sim- 
ulated reptile trim, in medium heel, 
and a patent leather, one-strap, with 
trim, in contrasting shade, forming 
half of the vamp, all of the shank, 
and most of the quarter; this model 
has the high spike heel. These styles 
were also introduced to the public in 
an attractive two-column ad. The 
price of “$5.00 and upwards” was 
printed in bold-faced type. 


Advance 


Bootery to Open New Shops 


NEW YoRK—The Bootery, which 
has been operating a shoe store at 
2 West Forty-second Street for « 
number of years, is shortly to open 
a new store at the corner of Thirty- 
fourth Street and Fifth Avenue. 
The new shop is now being remod- 
eled. Women’s shoes priced from 
$7 to $9 wiil be carried. 





September 18, 1926 


BOOT AND SHOE RECORDER 


Tom Childs’ Salesmen Hold All-Day Outing 


HoLYOKE, MAss.—The Thomas §. 
Childs, Inc., retail shoe salesfolks 
enjoyed an all-day outing on Sept. 
g at Hammonassett Beach, Clinton, 
Conn. This outing is an annual 
event in the Thomas S. Childs shoe 
family. Due announcement was 
made of same by a 32-inch ad in the 
daily papers, which stated that for 
a number of years Thomas S&S. 
Childs, Inc., has made a practice of 
devoting the last Wednesday half- 
holiday of the summer season to an 
outing for its co-workers as a trib- 
ute to their loyalty and faithfulness 
in behalf of the store, as well as in 
appreciation of their unremitting 
efforts to serve customers well; that 
this year, on account of the some- 
what lengthy automobile trip in con- 
nection with this outing, the store 
would be closed all day so as to give 
their employees ample time to en- 
joy the picnic. After lunch at Ham- 
monassett Beach, a fine program of 
sports was held. The big shore din- 
ner was held at Clinton Beach. D. 
F. Geran was toastmaster and Mr. 
Childs made the address of welcome. 
Singing was led by Harry Berman, 
assisted by John MacDonald. Mr. 


MacDonald also sang solos. ‘Auld 
Lang Syne” closed the banquet, and 
the party reached Holyoke about 
midnight. 

Winners 


100-Yard Dash—Won by Tel Geran; 
second, Benny Childs. 

Shoe Race—Won by Harry Berman. 
_Bag Race—Won by Raymond Ther- 
rian. 

Three-Legged Race—Won by Benny 
Childs and Raymond Therrian. 

Wheelbarrow Race—Won by Arthur 
Gingras and Harry Berman. 

Tug-of-War—Won by men’s depart- 
ment. 

Ball Game—Won by ladies’ depart- 
ment, 9—3; captained by John Mc- 
Kenna. 

Committee—John MacDonald, chair- 
man; Joseph Carrieres, attendant; Tho- 
phile Guertin, sport committee; Leo 
Provost, sport committee; Miss Rose 
O’Connor, ladies’ sport committee. 


Women’s Sport Winners 


35-Yard Dash—Won by Flora Meyer; 
second, Irene Dearden. 

Egg and Spoon Race—Won by Mrs. 
John McKenna. 

Potato Race—Won by Stella Sulli- 
van. 

Three-Legged Race—Won by Ellena 
Sbraga; second, Agnes Sldeska. 

Ball Throw—Won by Flora Meyer. 

Married Ladies’ 25-Yard Dash—Won 
by Mrs. Urban Ernst. 








Creighton Factory Grounds 
Planted 


LYNN.—The Creighton shop is 
not only a beehive of activity, but it 
is also a thing of beauty, for it is 
now surrounded by a new growth of 
trees, plants and flowers, amidst 
lawns of grass. Besides, it is a fine 
specimen of factory architecture, 
which attracts the eyes of every per- 
son who passes by. 


To Open New Menzies Store 


Fonp pu Lac, Wis.—Paul H. 
Chesley and Verne Blakely have 
leased a store location in the new 
Fisher theater building here where 
they will open a shoe store handling 
the Menzies line exclusively. The 
new store will be known as the Men- 
zies Shoe store, and will be the first 
of a chain of stores which will 
develope a Jarger market for Men- 
zies products. P. H. Chesley will be 
in active charge. Shelving has been 
installed and attractive fixtures were 
Selected for the opening shortly 
after Labor Day. 


Facts—Not Scraps 
Don’t carry around a lot of opin- 
ions with which to start an argu- 
ment.-Faéts are better. 


Doulgas to Open Store in 
Haverhill 


HAVERHILL—The Douglas Shoe 
Co., Brockton, manufacturers and 
retailers of shoes, conducting a 
chain of stores throughout New En- 
gland, is to establish a local store 
which will be one of the largest and 
most modern in the city. The 
Douglas company has taken a 10- 
year lease on a four-story business 
block, 43 to 45 Merrimack Street, 
owned by Max Farber, local shoe 
manufacturer. The entire four 
floors will be utilized by the new en- 
terprise, making one of the largest 
retail shoe establishments in the 
Merrimack Valley. 


Altman Shows Petit Point and 
Patent 


NEW YoRK—B. Altman & Co. are 
showing some high novelties in wo- 
men’s footwear in their large Fifth 
Avenue windows. Last week a new 
model in the form of a patent leather 
one-strap slipper with a petit point 
embroidery insert in the quarter 
was displayed. A large number’ of 
evening slippers, chiefly ‘in: metallie 
and: pastel shades in brocades, also 
were shown. 





Impreved 


Soft Toe: A ot $1..5: 


1.20; Women's 

. Hard Tee: Child's 

2.25: Misses $2.30, 
Women's $235. 


Alse Better Grades 
in Stoe 


Samples on Request 


Metropolitan Slipper Ce. 
134 W. B’way, New York 
Everything In Slippers 








BALLE: SLIPPERS-IN STOCK 
of the unusual kind 
B102 Bik. Glazed Kid, Soft Tee 


Child's 6 te ti—$i.35 
Misses’ aL te 2— 1.40 
Women’s, 2/4 te 81.45 
Also Hard Toes 
SCHWARTZ & HERDER, inc. 
pecialists in Ballet Manufacture 








s 
241 No. 11th Street - Philadelphia, Pa 








Right and Left Ballets—In Stock 
Child's—7 to 11—81.35 
Misses’ and Luadies’—11% to 7—81.40 
Bench-Made 
Child’s—7 to 11—81.20 
Misses’ and Ladies’—11% to 7—$1.25 
MANHATTAN FINDING CO, 
145 West Broadway New York 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 


Misses’ 
$1.20 pr. 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. 








Sumith 

BALLETS 

Rights ‘and Lefts. 
Two G 














LYONS AND COMPANY 
Hand Turn BALLETS 
Wo's. Miss’. Chd’'s 
$1.50 $1.45 $1.40 
Also Hard Toes 
IN STOCK 
Send for Samples 
128 Duane St. 
New York, N. Y 








STORE FIXTURES 


Goodwin does 


GOOD WINdows 


and conceives, creates, and 
completely equips Shoe Stores 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 














“ELAM” 
Flexible Turn Shoes 


Fer the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 
ROCHESTER, N. Y. 


Boston Office, 183 Essex Street 











MAZER BROTAERS 
Newest Importations 
Cut Steel and Rhinestone 


SHOE ORNAMEN Tf. 
Studded Heels 
St.New Yor! 


CEON WEIC 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bidg..New York 


IMPORTED BUCKLES 


From our own Paris Works 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. |. 


Telephone, LiBerty 8673 
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“Camp Feet”’ 


Boston—“A new trouble have we 
on our hands,” said the manager of 
the children’s department of a Bos- 
ton store. “It’s camp feet. Thou- 
sands of children have come home 
from summer camps with feet wide 
and thick from the long wearing of 
sneakers, moccasins and like types of 
camp shoes, as well as from going 
barefooted as they have swum in the 
water. 

“It’s quite a task, I tell you, to get 
these camp feet into shoes of proper 
shape and style for city wear. Be- 
sides, many of the youngsters have 
grown much from feet up, and re- 
quire shoes larger and wider. Of 
course, we have the big sizes. But 
many of these camp feet have 
changed their shape, as well as their 
sizes. 

“The best we can do is to fit them 
roomy, so as to give them a chance to 
grow, as nature intended. I am 
willing to gamble, after a session 
with these camp feet, that we have 
got to fit the rising generation with 
bigger shoes.” 


Selling “Tricks” in Spokane 


Store 


Selling the right kind of dressing 
to customers when they buy shoes, is 
doing these customers a real service, 
is the opinion of Harry J. Kane of 
£pokane. The right dressing will 
keep the shoes in good condition at 
all times, and will tend to make cus- 
tomers better satisfied with their 
purchases. With five men on the 
floor, this store will average to sell 
two gross of 50c. polish a week. 

Mr. Kane operated a family shoe 
store for many years. A short while 
ago he felt that this type of store 
was passing, so eliminated every- 
thing but the women’s novelty shoes, 
and concentrated on one price. “We 
can’t give them styles too wild,” is 
his summing up of the style situa- 
tion. In his twenty-five years experi- 
ence as a shoe man, he never saw the 
business so interesting as it is now. 
One naturally infers, and correctly 
too, that his business has developed 
faster through specializing, than it 
would have through generalizing. 

Hosiery helps out wonderfully for 
his $750 hose stock pays enough 
profit to meet two thirds of the rent 
of the store. Every customer who 
comes in is shown stockings, and 
usually buys them. 

Sales slips are made out in ad- 
vance of the sale, even to the dupli- 
cate that the customer retains. A 
perforated slip is clipped in each 
carton, so that all the salesman has 
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to do, is to write in the customer’ 
name and address. Much time js 
saved by this method. It also insures 
correct records of sizes and styles, 


Motion in Window Attracts 
Attention 


MILWAUKEE.—A clever and arrest- 
ing window featuring sport shoes 
was arranged by the S. J. Brouwer 
Shoe Co. at a time when it attracted 
much attention from the crowds 
brought to the down town streets by 
the Court of Neptune pageant, held 
on the shore of Lake Michigan. The 
unusual background and the intro. 
duction of movement caused people, 
to stop befere the window, after 
which their attention was drawn to 
the varied line of Sport shoes carried 
by the store. 

The background was formed by a 
large cutout picture representing a 
mountain scene, and several vacation 
pastimes were indicated by figures, 
Near the front of the scene was a 
road on which was an automobile 
filled with people. The wheels of the 
cutout automobile were revolving 
swiftly. Across the road was a small 
lake on which was a canoe with two 
figures. The arms of one- figure 
grasped a paddle and were moving 
up and down. Further back was a 
waterfall, the lighting effect giving 
the appearance of motion. At one 
side was a billboard with the letters 
illuminated by a light behind featur- 
ing, “Brouwer’s—footwear to fit 
every need of the great out of door 
sports.” 

In front of the scene were placed 
all types of sport shoes and a win- 
dow card announcing that Brouwer’s 
were headquarters for sport foot- 
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WHERE TO BUY 


Women’s Novelties 





Take the Doubt Out! 
Samples sent and returnable at eur 
expense. $3 to $5 Retailers 


SAMUEL qoucn SHOE Co. 
72-82 Lincoln Boston, Mass. 














Latest Styles at 

Popular Prices 

Ss in Stock. . 
ST.~NEW YORK CITY 
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NG AMET] CAN 
SCALE: 


Two Splendid 
Companion 
Leathers 


In black and leading 
colors, to meet the de- 
mand of the ever young 
man of America. 


mm A om > /] «< ; 


Also our famous 


GLASS and GLASSBOROUGH 


*BARNET<S 


AND SONS, INC. 
LYNN, MASS. 


Salesrooms, 75 South St., Boston, Mass. 
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Barnet 
& Sons, Inc., 
75 South St., 
Boston, Mass. 


Please mail samples 
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Professional Professional 
Hard Toe Slipper Soft Toe Slipper 
IN STOCK IN STOCK 
Sizes: Sizes: 
8 Children’s to 8 Ladies’ 8 Children’s to 8 
In Black Kid, Black In Black Kid and 


Satin, Pink Satin, and | 
White Satin. Kid. 


Immediate Delivery 


from our complete 
In-Stock Dept. 








ESTABLISHED 1887 
209 West 48th Street, New York 
John C. Daly, Coast Representative 
676 16th Ave., San Francisco, Cal. 
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Pink Satin and White 
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CAPEZIO TOE AND 
BALLET SLIPPERS 


were awarded the Grand Prize 
and Medal of Honor at the 
General Commercial Exhibi- 
tion in Paris. 





The craftsmanship in Capezio 
toe and ballet slippers is known 
everywhere and professional 
dancers ask for them by name. 
Better stores sell our slippers 
and thus have opened up an- 
other source of profit. 


Perhaps your territory is open 
for our agency plan. 


Write now! 


Also ask for samples and prices 
of our special ballet slipper 
ribbon and lambs’ wool. 

















A New York 


Attraction! 


HE Hotel Martinique register shows the same 
names many times during the year. 

Why? 

The sensible, discriminating New York visitor ap- 
preciates the Martinique policy—“The Best Without 
Extravagance.” 

Clean, comfortable accommodations as low as $2.50 
per day—good food—special service—all at the most 
moderate prices possible. 

It’s worth your while to in- 
vestigate. On your next visit— 
stop in—we’ll be glad to wel- 
come you—and prove the com- 
fort, convenience and economy 
of the Hotel Martinique. 


A. E. SINGLETON 
Resident Manager 


x 
HOTEL 
MARTINIQUE, 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STREETS 
NEW YORK CITY 

















IMPORTED— ENGLISH 


Riding Boots 
IN STOCK 


Perfect fit and perfect shape are 
the characteristic features of 
these British boots-——-made of 
long time tanned and so durable 
and flexible stout leather—and 
put together by real boot makers 
who have put a lifetime into this 
work. 










MEN’S 
16.50 PAIR 


Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 
Sizes 3 to 8 

Widths A to D 


We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains. 
Also—leather puttees in large variety. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 
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ake 


your window sell 
more shoes 


$8 sNAPPY, SEASONAL CARDS 


4. ART MAT BOARD FRAMES 
A GENEROUS SUPPLY OF 
PRICE TICKETS 
ALL FOR 


$3.00 per month 


$30.00 PER YEAR IF PAID IN ADVANCE 






EASTER CARDS MAILED FEB. 15th 


a 
With special feature cards for the important 


holiday events in the month and our monthly 
merchandising letter service-sales helps, etc. 


THE NEW RECORDER SHOW CARD SERVICE 


- SEND THE COUPON 
COUPON 











Recorder Show Card Service, | WHAT THE SERVICE CONSISTS OF 

Room 607, 189 West Madison St., 
Chicago, Tl. . . , 

licago With your order: Four handsome display mat frames with your store name 
ee ee ot wite hand lettered. ‘wo large 8” x 14” two small 6” x 12”. You have a 
for one year from this date. We agree choice of two colors—silver grey and bronze brown. A generous assort- 
. $3.00 per month for this ment of blank price tickets to match the cards. Also special pen holder 
; with pens and ink with instructions on lettering price tickets. 

We ey Ay Women’s and Children’s 

SI ni ; , ; : 

prone oa a fae — Every month: Eight hand designed card inserts to 

i Ms m . - ; oa slip into the mat board frames with a generous sup- 

heal wR, 2 (Guy) (Seem) ply of blank price tickets to match the cards with e 

complete instructions for getting the most benefit 
Lett : . 
eS Se ee ae oF from the service, also selling helps, etc. per Month 





copy attached to this coupon. 


ee | THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 
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THE PRODUCT OF OUR 
NEW FACTORY AT 
ANNVILLE, PA. 














5109 Misses’ Patent ae | + 
ber Heel Oxford, 11% to 2.25 








5108 Misses’ Tan Calf Rubi wear 
Heel Oxford, 11% to 2.... 2.25 






IN STOCK NOW 


NEW LOW PRICE 
NEW FALL STOCKS 









LENOX TURNS 


Two Types of a Big Stock In All 
eoevcccees $2.05 Leathers. 


WEL SS PO De ee 2.25 

LENOX TS 6549 2% to 6 broad toe .......... 2.65 

3109% OChild’s Patent Leather Rub- 7549 2% to 6 medium toe ........ 2.65 SAMPLES SENT AT 
ber Heel Oxford, 4 to 8....$1.60 

4108% OChild’s Patent Leather Rub- Same in patent leather with black OUR EXPENSE 
ber Heel Oxford, 8% to 11.. 1.90 liza tongue and saddle. 


nos% Gus me ci moo 14, WEIMER, WRIGHT & WATKIN CO. 


«108% seats Be BiH 39 South Second St., Philadelphia, Pa. 


Sole Distributors for New York City and Vicinity 
PS Sa see Seem MERRITT ELLIOTT & CO., 132 DUANE ST., NEW YORK CITY 















£2222424424221222222% 
Utility and Good Looks in 
SLIPPERMOX 


















Like all Berkshires, Slippermox is 
made of the best quality materials, 
hand sewn, in the genuine moccasin 
fashion, by expert workers. 







Send for catalog, showing many styles of | Berkshire 
Play Footwear, Kiddiemox—Slipper 
and Campmox carried in stock. 



















Holliston, Mass. 


Boston Salesroom 72 Lincoln St., Room 33 
Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 


FESS ESE SEY UU EEE EE EY Ts 


When writing to advertisers please 


























IN STOCK 


Rhinestone Trimmed 
Pump Straps 





IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 


LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 











304-300 W42nd St 
fan Gam (0) of ' 


a mY adopted 

the Interna- 
tonal Association 
of Masters of 
Dancing. Made by 
master craftsmen 
of the finest ma- 
terials and with 
superb fitting 
qualities and 
strictly bench 
made. 


(Patent Applied 
) to use for 
practice, 
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2311 Tan Calf Button, 2 to 5....... 
3311 Tan Calf Button, 4 to 8....... 


2323 ™, Colt Dull Top Button, 2 4 

. . OD eeeereeeeeseseeseeeeeeee 

Tan Calf three eyelet tie, tan lizard $328 Pat. Colt Dull Top Button, 4 
to 8 


tongue and saddl 
eee ee OP BE oc cccccvcs 

















































Send for Samples. 
We advertise your terrttory 
for you. 
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The New Crawford Shank 


Like the Spring 
of an Automobile 





N action and in effect the NEW 
Crawford Shank resembles the 


spring of an automobile. 


The weight of the body is supported by 
shoes with Crawford yielding shanks 
in the same shock absorbing way that 
good springs support an automobile. 


In walking, when the full weight of 
the body is on the foot, the sliding 
action of the shank allows for the nat- 
ural flexing of the foot. As the weight 
is taken off the foot, the shank springs 
gradually back into position holding 
close to the arch all of the time. 


The human body like that of the auto- 
mobile suffers less and lives longer 
when the vibration of daily service is 


— lessened by a scientifically correct 
LOCKING SHANK 
becdees ew ELONGATED SLOT means. 
PERMITS SLIDING 
ACTION 


O/-rndss You would not ride in a car without 
springs. See that your body gets the 
same consideration in walking. Wear 
shces with Crawford Sliding Steel 
Shank. 











United Shoe Machinery Corporation 


Boston, Massachusetts 








bi " Ll ae ee eae TTT 
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Working principle of 
the “Eagle Grip” 
buckle 

SLOT 


Ladies’ Oxfords! 


Gives a trim, stylish effect and is practical as well. a 
Fastens and conceals the laces. Sells easily. A “ 
we y HOW TO USE: 

Descriptive Folders and Samples on Request Open cover and 


\ Ask Your Jobber slip laces in slot; 
Y Esyo- MADE BY gather laces under 


tin = AMBECOR CORPORATION are 


321 BROADWAY, NEW YORK CITY 




















Send for illus. Specialists in 


Pri Children’s 
rr = Shoes for 20 


Terma 5/10— 
Net 30 


NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 24 to 8 $1.45 


IN-STOCK Misses’ 1114 to 2 1.40 


Child’s 6 to 11 1.35 
Stock No. 1580—Little Gents’ Tan _ Blucher, 
Rubber Heel, Horse Butt Sole, Heavy Drill Lining. WHITE KID 30c EXTRA 
improved a... ig . = aye 
5 83— — . Heel. - 
82.00. Childs’ 8%-11 $1.75. Infants’ 5%-8 IN STOCK 
$1.50. Write for complete catalog 
DR. KELLOGG SHOE CO., LYNN, MASS. 0) ~ a a a av? 
587 Washington Street S H '@) E ing f ld G. "ee O. 
(Salesmen: Certain choice territories are open) s 55 Inte) 6% Street Ph il ade lp hi a.Pa 








GROPING IN THE DARK 


<a Time was when the purchase of advertising space was 
aaa mais a “blind groping in the dark.” Advertisers had no 


means of checking a publisher’s statement of circulation 


Beauties—that is th ord many i 
re ae - one er pad and often these figures were unreliable. 
thing xa beautiful must Se -~ In six years the Audit Bureau of Circulation has 
easy to see the superior quality of my solved this perplexing problem. By a systematic analysis 
boudoirs. May I send samples and of distribution and methods this organization is able to 
quote peiecs? Shipments supply just the data an advertiser needs. The darkness 
rom stock. is dispelled and the bright light of verified facts takes 


its place. ay ~+ Naas no longer find it necessary to 


A. W. GREELEY grope in the der ’ 

Secaidiniieny _ There are no dark spots in the Boot and Shoe Recorder 
. circulation. Our records are audited by the Audit 

Haverhill Mass. Bureau of Circulations. 























Did You Ever Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 

Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and economically. See Classified Section for Advertis- 


ing rates. 


When writing to advertisers please mention Boot AND SHOE RECORDER 





September 18, 1926 BOOT AND SHOE RECORDER 


With Fall Comes the Call 
for Black Suede! 


This Fall again we will see Black 
Suede much in demand for wom- 
en’s fine footwear. 


P & V’s Black Suede, the blackest 
of black—acknowledged the finest 
and richest black suede on the 
market to-day. 


The fine nap and velvety feel, with 
the depth of color, make it ideal for 
women’s smart shoes. 


Specify P & V’s Black Suede in 
your order for Fall Footwear. 


Write for sample cutting. 


EVERY YEAR ACALF YEAR 


PFISTER & VOGEL | EATHER Go. 
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Patrician 
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109 READE. ST. 


NEVZYORK CITY 


IN STOCK 








TRUDY 
Patent Oxford with Gun 
Metal trimming. Velvet 
with Black Suede trim- 
ming. Gun Metal with 
Patent trimming. 18/8 
heels and 13/8 Covered 
Military heels. On Gun 
Metal, Military heel only. 
This shoe can be had on 
short vamp or modified 
toes. Gun Metal only mod- 
ified. 

$3.35 


PATRICIAN 


Patent Leather, Gun Metal 
trimming. Velvet, Black 
Suede trimming. 18/8 
heels and 13/8 Covered 
Military heels. 
This shoe can be had on 
short vamp or modified 
toes. 

$3.25 


MITZI 

Patent Seamless Opera. 
Velvet Seamless Opera. 
We carry this shoe with 
18/8 Spike, 14/8 Baby 
Spanish, 13/8 Covered 
Military heels on modified 
toe only. Velvets only 
18/8 full breasted heel. 


$3.25 


HARPER 

Satin vamp, moire quarter. 
Same in all Patent Leather. 
Same in all Black Velvet. 
We carry the Patent and 
also the velvet with 18/8 
full breasted heels, and 
13/8 Covered Military 
heels on short vamp and 
modified toes. On _ satin 
and moire 18/8 heel, modi- 
fied toe only. 


$2.85 


MILLE 

Patent Oxford with cutouts. 
18/8 Spike, 14/8 Baby 
Spanish and 13/8 Covered 
Military heels. We also 
carry this shoe with a 13/8 
leather heel with rubber 
top lift at $2.60. SHORT 
VAMP ONLY. 


$2.85 


HAMPTON 
Patent with Gun Metal 
trimming. Satin with 
Black Suede trimming. We 
carry this shoe with 18/8 
Spike, 14/8 Baby Spanish 
and 13/8 Covered Military 
heels on the short vamp 
last. On modified toe with 
18/8 Spike and 13/8 Cov- 
ered Military heels. 


$3.35 


BYRLE 

Patent Leather, steel bead- 
ing. Satin with steel bead- 
ing. Velvet with steel 
beading. We carry this 
shoe with 18/8 Spike, 14/8 
Baby Spike and 13/8 Cov- 
ered Military heels on pat- 
ent and satin. On velvet 
only 18/8 Spike, 13/8 Cov- 
ered Military heels. 


$2.75 


DANSANT 

Patent leather with Gun 
Metal trimming, 18/8 
Spike and 14/8 Baby Span- 
ish and 13/8 Covered Mil- 
itary heels. We also carry 
this shoe with a 13/8 
leather heel with rubber 
top lift at $2.60. 

SHORT VAMP ONLY. 


$2.85 








MANY ,MORE SNAPPY STYLES 
UPON REQUEST 


Hlimpton 


a 
adt 


Dansant 











B. FRIEDMAN SHOE CO., Inc. 











109 Reade St. New York City g 
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| CHANGES IN BUSINESS 








Dover, DeL.—Kahler Shoe Co., shoes, 
incorporated with authorized capital of 
$1,375,000. 

HAMILTON, ILL.—Earl Rayburn Co., 
shoes, etc., decreased capital stock 
from $15,000 to $8,000; also changed 
name to Wright Clothing Co., Inc. 

MaTTOON, ILu.—Evans’ Shoe Co. 
(1706 Broadway), shoes, incorporated 
with authorized capital of $10,000. 

PALATINE. ILL.—Jacob G. Burkhardt, 
slipper manufacturer, removed to Mt. 
Prospect, Ill. 

BALTIMORE, Mp.—Fleishman Bros. 
Co., Inc. (and branches), shoes, etc., 
reported sold out branch at Marion, 
Ss. C., to S. Fleishman. 

BosToN.—Thomson-Crocker Shoe Co., 
shoe manufacturers, increased author- 
ized capital to $875,000. 

LYNN, Mass.—Gold Bond Shoe Cor- 
poration, shoe manufacturers, incor- 
porated with authorized capital of 
$50,000. 

International Shoe Polish, Inc., shoe 
polish manufacturers, increased au- 
thorized capital to $200,000. 

DETROIT, MicH.—Charles Pelis (9809 
Jos. Campau Ave.), shoes, reported 
succeeded by W. R. Arnett. 

Rosenberg Bros. (5001 Chene St.), 
shoes, succeeded by Samuel Rosenberg. 

BILLINGS, Mont. — Garrison-Keene 
Co., shoes, succeeded by Garrison Keene 
Footwear Co. 

LONSDALE, MINN.—Shimota Bros., 
shoes, reported succeeded by B. J. Shi- 
mota. 

BROOKLYN, N. Y.— Pasquale Durso 
(1393 Flatbush Ave.), shoes and re- 
pairing, removed to 5122 Ave. N; now 
conducts business in name of wife, 
Mrs. Paula Durso. 

Carlton Shoe Mfg. Co., leather, shoes, 
ete., incorporated with authorized cap- 
ital of $10,000. 

New York City.—Cantor & Cohen, 
shoes, incorporated with authorized 
capital of $5,000. 

Gold Bat Shoe Co., shoes, incor- 
porated with authorized capital of 
$10,000. 

Leon Cracovaner (700 Tenth Ave.), 
shoes, reported selling or sold out. 

YonKERS, N. Y.—Morris J. Mosko- 
vitz (30 Riverdale Ave.), shoes, re- 
ported selling or sold out. 

HENDERSONVILLE, N. C.—Rosenberg’s, 
Inc., shoes, etc., reported sold out to 
Jake Rosenberg. 

MEDINA, OHIO.—L. F. Garver & Son 
(“Quality Shoe Store”), shoes, suc- 
ceeded by W. H. Newcomer. 

BLooMsBuRG, Pa.—R. S. Hemingway 
& Bro., shoes, etc., succeeded by Hem- 
ingway, Inc. 

KNOXVILLE, TENN.—Underwood Les 
Eppes & Noe, shoes, etc., changed name 
to Underwood Leather Co. 

Waco, Texas.—Hinckley Bros Co., 
wholesale leather and findings, discon- 
tinued here, now at Beaumont. 

MILWAUKEE, WIis.—F. Mayer Boot & 
Shoe Co., shoe manufacturers, name 
changed to F. Mayer Shoe Co. 





WEstT ALLIS, Wis.—Joseph Sousha, 
shoes and repairing, reported selling 
or sold out. 


Business Reverses 

UNION PoINT, GA.—J. H. Rhodes & 
Son, shoes, etc., reported petitioned into 
bankruptcy. 

WAUKEGAN, ILL. —J. 
shoes, ete., reported petitioned 
bankruptcy. 

CHICAGO, 
Co. (not inc.) 
St.), shoe jobbers, 
general extension. 

BALTIMORE, Mp.— Baltimore Shoe 
House, Inc. (Hopkins Place), wholesale 
shoes, reported receiver appointed. 

FREDERICK, Mp.—Royal S. ‘Cohen 
(Fashion Shop), shoes, etc., reported 
petitioned into bankruptcy. 

BosTon.— Stern Bros. Shoe Co., 
wholesale shoes, reported meeting of 
creditors was scheduled for September 
8 last. 

St. Louis, Mo.—Harry Hyman, Inc. 
(511 Washington Ave.), shoes, re- 
ported assigned. 

Jerome Light, Inc., wholesale and re- 
tail shoes, reported assigned. 

NEw York City.—Samuel Weiss (32 
Avenue B), shoes, reported petitioned 
into bankruptcy; reported receiver ap- 
pointed. 

GREENSBORO, N. C.—Harry Marko- 
witz (The Leader Store), shoes, etc., 
reported receiver appointed. 

WILSON, N. C.—S. B. Rierson (Rier- 
son Supply Co.), shoes, etc., reported 
petitioned into bankruptcy. 

CLEVELAND, OHI0.—Lloyd Co. (Frank 
Lloyd, Propr.) (W. 26th and Lorain 
Sts.), shoes, reported petitioned into 
bankruptcy. 

SCRANTON, PAaA.—Hagen & Wagner 
Co., Inc. (Washington Ave.), shoes, 
etc., reported receiver appointed. 

ABBEVILLE, S. C.—R. C. Philson, 
shoes, etc., reported petitioned into 
bankruptcy. 


New Shoe Stores 
Harry Perkins, Fifth Ave. and Union 
St., Seattle, Wash. 


—" Market, McDowell St., Welch, 
a. 


Boston Shoe Store, 1752 N. W. 36th 
St., Miami, Fla. 


Home Again 

NEW YoORK.—Edward M. Salomon, 
of Salomon & Phillips, a well-known 
importer, has just returned on the 
S.S. Majestic, after a Summer’s so- 
journ, from abroad. Mr. Salomon 
is prominent as an introducer of the 
latest and most exclusive novelties 
in leather for shoes and fancy 
leather goods. He has been in con- 
sultation with the leaders of fashion 
abroad, and returns with the newest 
ideas for the leather trade. 


Zellechower, 
into 


ILL.—Gans-Stevens Merc. 
(325-327 W. Monroe 
reported asking 
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Evans Urges Insurance Plan 


President C. W. Evans of the 
National Shoe Travelers Association 
has written the following letter to 
the association’s membership: 

“Shoe Travelers: 

“Would you like to have us help 
you get protection for your family? 
The National Shoe Travelers Asso- 
ciation is now in a position to offer 
you this protection—with many ad- 
vantages over ordinary Life Insur- 
ance and at a greatly reduced cost. 

“We have recently signed contracts 
with the John Hancock Mutual Life 
Insurance Co. of Boston, Mass., to 
underwrite our membership for a 
$1,000 policy under the Group Plan, 
which secures protection for our 
members accorded no other Commer- 
cial Traveler. We urge every mem- 
ber to see that his dues for 1926 
are paid (making him eligible for 
one of these policies), then get in- 
sured through his local secretary at 
once. Knowing we have something 
worth while, I hope every member of 
the N. S. T. A. will try to do the 
other fellow a favor and get one or 
more shoe travelers who are not 
members of the N. S. T. A. to join 
that he may also secure protection 
with one of our $1,000 policies for 
his family should he be called to 
cross the Great Divide without a 
good balance in the bank to his 
credit. Too many are called from 
us without a sufficient amount to 
care for the ones left dependent and 
a $1,000 policy that they can now 
secure through our Group Plan will 
mean much to the family. This is 
a ten-strike for the N. S. T. A. and 
I hope every member will not only 
get his policy at once, but get a new 
member so that he can share the 
wonderful advantage secured for us 
by our Insurance Committee. Write 
Secretary Tom Delaney, 183 Essex 
St., Boston, Mass., who will be happy 
to answer any question you may ask 
about the Group Insurance plan se- 
cured exclusively by the N. S. T. A. 
for its members. 

“Now, boys, we have something 
worth while for our members. 

“Double our membership by the 
time we meet in Annual Convention 
in Chicago next January. Thanking 
the Insurance Committee of the John 
Hancock Co. for their cooperation 
in bringing to us all the benefits 
offered through insurance under the 
Group Plan, I ask all members to 
get their policy at once and then get 
a new member to share the advan- 
tage we offer. 

“Most truly, 
“(Signed) C. W. EVANS, 
Tee fh. SF. ar 
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Sep' 
Classified and O tunities Departm 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
. . . ( 
see op a : 75 When advertisers desire answers to come in our care 
per word. nimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED te vertisers desire replies forwarded direct to their address, 
an a word. Minimum Charge 75c. each word of their address must be counted in the ad- 
ALL OTHE O- vertisement and paid for accordingly. 
7c per word. Minimum Charge $1.25 p a . I 
Payment in advance is required, except when 
ALL DISPLAY SPACE ‘ ep’ t 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
n ad 
SALESMEN WANTED SALESMEN WANTED POSITION WANTED : 
ETAIL SHOE SALESMAN—Thoroughly 0 
experienced in specialty and family stores, 
o connect wit ive ouse wit in radius ot 
RESIDENT SALESMEN New Ye st 
100 miles of New York. Best references, 
anal, —2 eo gene oon es Shoe 
ecorder, est 39t treet, 9t » New 
SAN FRANCISCO PENNSYLVANIA York, N.Y. biccaciinas = 
NEW ORLEANS DALLAS — 
, , , LINE _ 
Old established well rated manufacturer desires salesmen with estab- WANTED 
lished trade in each of the above city territories. Complete in-stock — 
line of ladies’ McKays. Priced at $2.65 and $3.35 with specials at 
$2.35. No objection to non-conflicting side line. Write confidentially SALESMAN Oe 
including references. The undersigned having had many years ex- ® 
Smmpeian GU SUEY Uae beat ts chet. © 
ctic Ss ‘oduc dapt 
Address C-300, care Boot & Shoe Recorder, 189 West Madison ed for the wholesaler and large store trade. © 
S Chi Ill Can furnish best of references. ® 
t., cago, ° Communications strictly confidential. ra 
Address C-350, care Boot and Shve © 
Recorder, 207 South St., Boston, Mass. ‘ 
SALESMEN WANTED—We desire live wire $ 
" representatives with established shoe trade INE WANTED—Immediate Business for 4 
KINDER-GARTEN SHOES cg HB 1 a oe —_ State of South Carolina, popular price ladies 5 
manufactured by our Reem te sdvertioed line of sepytes pote fdllnutng “we i. org as es © 
FARGO- F . SHOE CO., popular pric oft Sole oes, sizes to 4; a . F : rk 
nee ee Flexible First Step Turns, sizes 1 to 5, and Address Box 1012, Columbia, S. C v 
: New Process Welts, sizes 2 to 5, 5% to 8 and ) 
have two territories open— 8% | to - carrying all numbers i © _— 
INDIANA or imm iate elivery, and pay hig rate o FOR SALE 
, " ee commission. This is an excellent opportunity 
SOUTH HALF WISCONSIN foe grade poe re Pyusine ore tht thou- ) 
: ‘ 4 4 eee sand dollars of established business in this ter- } 
Qnty men, with, fllowing wvil be consid: | Fitory. Samples ready. When writing include FOR SALEA, well established, shoe bus Jf © 
into best selling season. For more than a references. dger, Inc., Rochester, ness on Gulf Coast at Bay St. Louis, Miss. _— 
year the Kinder-Garten shoe have been N. Y. Owner wishes to retire, reason for selling. . 
and are being advertion’ in the Sunday po od wy f . s Pe Bae the 
Chicago Tribune and trade papers. 8- J ANTED—Live wire Salesman to sell ou ’ . _——_ 
yo A ne — ee oS ee W well known In-stock Juvenile Shoes in Arnold, Bay St. Louis, Miss. 
‘. sat Georgia, North and South Carolina. Liberal 
1701-07 North Robey St., Chicago —— a _ oo in 7 of 
boldt 0199 application e also have other good terri- 
eee tory open. H. H. Freeland, Rochester, N. Y. WANTED TO PURCHASE Me 
Exceptional opportunities for live HELP WANTED HIGHEST CASH — ae +l " 
wire salesmen to carry a side line for entire shoe stocks. We also buy 
of high grade Leather Slippers, your surplus or slow sellers. Quantities 
catering to high class retail trade. no object. Retail or wpttenn’e. Short 
All territories open. Commission td —— “alee ——. 
hema me Oe, BO YOU WANT AN confidential. Bstablished 1890. 
y, ress C-i » care oot an¢ MAX GLAUBERG 
Shoe Recorder, 9th Floor, 239 OPPORTUNI I Y 436 Grand Street, New York City 
W. 39th St., New York, N. ¥. : . : a We also purchase clothing, hats, fur- 
with fine working conditions and nishing goods, etc. Dry Dock 0352 
highest pay in Retail Shoe busi- 
ae org Tura Shoes! 2 ness? Must be competent to han- 
did opportunity for high grade shoe salesman. dle high grade woman’s trade in 4 ‘ASH PAID 
References a Cg a rr cas. busy store. Write at once, with 
a = ee — &., fullest history for past ten years, tor entire shoe stocks or surplus stooks 
: to Manager, of shoes or other Any Writ. 
quantity. Prompt attention given. Cat 


to sell a line of men’s fine 


Wd tell a lias of mente fae shoes ty fetal K. W. WATTERS KIRSCH-BLACHER CO., Inc.| FF | «4: 
trade on commission. Well yo line of shoes, COMP ANY 622-624 Broadway, New Yerk, N. Y. 





































styles, a ey Address Phone Spring 1443 
E58 care Bow — corer “207 Sow Genesee Building, Buffalo, N. Y. atten 
ve men ogy hy ~4 a a — WANTED— Representative for New York Use Recorder Service. There are I 
and the popular intermediate “Self Starters” State—west of Utica, including Bingham- many ways in which the Boot and ma. 
on 10 per cent commission basis. Sixty live ton. Herbert L. Marx Co., Inc., Albany, N. Y. Shoe Recorder can serve you. Write Shc 
numbers carried é stock. Good territory open. Distributors: Shoes, Rubber Footwear, Shoe us your problems. us 
Carpenter Shoe Co., Rochester, N. Y. Store Supplies. 
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LINE WANTED LINE WANTED MISCELLANEOUS 











BUCKLES. NOVELTY MATERIALS 
= BROCADES 


For the most 


A Ready-to-Use Sales Organization 
Exclusive 


An organization of resident shoe salesmen selling the retail trade fab Arty i AN Goan 
of the country, together with their sales manager, is available for a /4 Hf 
some progressive New England manufacturer of women’s medium oo 
oa ‘ . ae id oe Trees 
priced McKays and welts. EAS 8 2) eeeell 
This organization is now selling the output of a factory contem- \ SPN 8 IVA ew 
plating liquidation and is in the field ready and able to sell from thirty é Lizard 


to fifty cases daily. GOLD and SILVER KID SHOES 
renewed 


“,* . . . . . 50c. 
Our proposition is strictly commission, no drawing accounts are 8. APRILE—IMPORTER 
asked or expected, but the line we sell must be up-to-date, well-made, Svea © 6h tae 
and priced to retail at from $4 to $6. 











The manufacturer of such a line can obtain the services of this 


organization—ready to start immediately. 
Send replies to: WINDOW 
DISPLAY 
Made by 


Segall & Sons 


OOOOOO 933 St. 


FOR RENT comenonny 


; ; , Are Business Gett 
Fine office and salesroom in ih tin deen an Cin 


heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-348, Care Boot and Shoe Recorder Milbradt 
239 W. 39th St., 9th floor, N. Y., N. Y. Ladders 


GLADPPDPPIPPIIPDIDIPIDIIIIDIDIDIIIIIIIIIIIVISD® made for 40 yeare 
by the origina] in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


C A S H Pp A I D Get our price before 


e - 

Metal Shoe Fitting Stools for shoe stores or surplus stocks of placing your order 
and Fl shoes or for other merchandise. Leases 2 
oor taken over. We will send a repre- ° 
Mirrors sentative to investigate and make Milbradt 


offer upon request. : . 
Kalter Cerf. Mercantile Co., Inc. eins So. 


Phone’ Canal Got0-0541 0042 On43 ST. LOUIS, MO. 


C-251, BOOT AND SHOE RECORDER, BOSTON, MASS. 























FOR RENT FOR RENT 














© 
: 
: 
y 
: 
© 
: 











MISCELLANEOUS WANTED TO PURCHASE 


























Sell Us Your Left Over 


ESTABLISHIO ‘ 


New York Export Purcnuasine Corp. 


Me. 143 596 Broadway, N. Y. City L AB EL S 


Or Entire Stock for Cash} | 4 
mu te THE CHICAGO) | suo CARTONS 
and Prices WIRE CHAIR Co. EXCLUSIVE BUT NOT EXPENSIVE 


621 N. La Selle Street, Chicage, Mi. No matter what policy you may SAMPLES UPON REQUEST 
pursue in selling to the shoe Chace 
FRANK C. MEYER Counc | 
trade, nevertheless you need the sles ee 


Use Recorder Service. There are 263-271 LEXINGTON AVE , BRODKLYN. NY 
many ways in which the Boot and Boot and Shoe Recorder AMERICA'S GREATEST 

Shoe Recorder can serve you. Write SHOE CARTON & LABEL MFCS 
us your problems. ALL THE TIME NE — 
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New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 





Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 
Stock always on 
hand. Shipped 
any where. 





Prices: From $2.00 each up 


Crown Motion Picture Supplies 
Now Iocated at 729 7th Ave. 
3rd Floor, Room 310 


New York City ---.---- N. Y. 











100 - YEARS - OF - MANUFACTURING - EXPERIENCE 
> rs 







H-W shoe store 
seats add to ap- 
pearance — save 
floor space. 


"Heywood Wakefield 


we dati U.S. PAT. OFF 





kos Angeles, Calif. 
New York, N. Y. 
Philadelphia, Pa. 


Baltimore, Maryland 

Boston 45, Mass. 

Buffalo, N. Y. 

Chicago, Illinois Portland, 

Kansas City, Mo. San Francisco, Cal. 
St. Louis, Missouri 
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Did Big Trade at Style Show 


BROCKTON.—William E. Doyle of 
the Doyle Shoe Co., one of the most 
enthusiastic boosters of the Boston 
shoe style show, now comes forward 
to explain why he roots long and 
loud annually for the exhibition. 
Following an accurate tabulation he 
announces that during the three 
days of the show he sold $100,000 
worth of the medium grade men’s 
shoes the company manufactures. 
During the 10-day period before and 
after the big exhibit he figures his 
concern picked up a quarter of a 
million dollars worth of business. 


New Art Leathers 


Ernest A. Woelfel, the Peabody 
embosser, who is author of many of 
the new reptile grains and finishes, 
is now sitting tight, with a predic- 
tion that the new year will reveal 
the most astonishing development of 
art leathers that the shoe trade has 
seen. 

He comments that there are more 
plates, for the manufacture of fancy 
grains, and more makers of such 
plates, and that not only are tanners 
and embossers using these many 
plates with new skill, but that many 
new designs are coming along for 
1926. 


Moisture in Leather 


LYNN.—Leather in shoes should 
contain six per cent of moisture, ac- 
cording to Lynn experts, who are 
studying new methods of condition- 
ing shoes. 

When leather contains six per cent 
of moisture, it has just the right 
elasticity, or stretch. It works better 
in factories, shaping to lasts more 
perfectly. Also, it fits the feet better, 
because it has just the right amount 
of stretch in it. 

Shoes in retail stores should not 
get too dry, as they are apt to do 
when kept on shelves near steam 
pipes or radiators, when the heat is 
on. If shoes get too dry in retail 
stores, they lose some of their elas- 
ticity, or stretch, and, flexibility, 
too. Grain cracks may develop in 
them, from excess of dryness. 

Shoes that are too dry will not fit 
as comfortably as shoes that have a 
proper amount of moisture in them. 
Leather that is perfectly dry is apt 
to be brittle, like a twig of a tree 
that is perfectly dry. 

Shoes absorb moisture from the 
perspiration of the feet. This 
moisture makes the leather more 
elastic, or stretchy. 

If shoes are dry, when fitted to 
the feet, they may absorb moisture 
from the feet, and stretch a bit, so 
that they will feel more comfortable. 








‘thas Carton 
La bets 4 
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PLANT, BROCKTON MASS 


CHAMBER OF COMMERCE BLOG. 




















Crozier with Bradstreet’s 


BostoN—Russell A. Crozier, for 
the past 14 months shoe salesman 
and assistant buyer of men’s shoes 
at The Continental, and with about 
15 years of practical training in the 
industry, joined the reporting staff 


of Bradstreet’s, covering the shoe and g 


leather trade. Mr. Crozier is a 
graduate of a commercial college and 
of an accounting school, as well as 
from a course in shoes and leathers 
given under the auspices of the 


New England Shoe and Leather As- FF 


sociation. He has worked for the FF 
Regal Shoe Co. in the wholesale end, 
in the office, and in retail shoe sell- 
ing for four years; for the Emerson 
Shoe Co. for five or six years, and [7% 
during the World War served over- [ 
seas with Company M, 10l1st 
fantry, Yankee Division. 








USING THE MAIL 


When the shoe buyer at Ab- | | 
raham & Straus, Brooklyn de- | E 
partment store, saw an oppor- | 
tunity to buy the discontinued 
numbers from the stock of a 
fashionable Fifth Avenue 
house, he devised a new meth- 
od of staging a sale. Instead 
of announcing the sale through 
the store’s newspaper adver- 
tisements, he sent out circu- 
lars to the shoe department’s 
regular customers and then 
put all the shoes in one section 
of the basement shoe depart- 
ment, arranged on tables ac- 
cording to size. Red posters 
scattered around the depart- 
ment directed customers to the 
special sale. The shoes were 
sold at-$8 and $10 and were 
formerly priced from $12 to 
$22. 
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Not only None better 
but None so good! 


RECOoR, 
DER 
STOCK RECORD even 
=m 


Ss 








STOCK RECORD SYSTEM 





$4.50 Complete Mailed to Your Store 


A real shoe stock record keeping book that Gives you ah almost daily inventory of your 


does all that a stock record ought to do. stock at cost or at retail prices. 
_ m : Tells you instantly the condition of your 
Keeps “tabs” on your buying and a real record stock, sizes and width and patterns. Easy to 


of what you are selling and what isn’t selling. keep up. 
SEND YOUR CHECK TODAY 


Mailed anywhere on receipt of $4.50 to cover book and postage. 


WESTERN SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 189 WEST MADISON STREET, CHICAGO, ILL. 
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When In CHICAGO 


Enjoy your stay—at the New 


~ MORRISON HOTEL 


New 
cree 2B 
“" Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the W orld—46 Stories High 
PPLIEs OR a number of years the 
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Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 


Closest to Offices, Stores, 
Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 


Ideal for Conventions 


The Cameo Room, seating 2000, and 
the “dance and dine” Terrace Garden 
are among those of the Morrison’s at- 
tractions that have made this the favor- 
ite hotel in Chicago for trade gatherings 
and meetings of all kinds. Convention 
managers also find the broadcasting ser- 


a . ° 
oe a SS SS ow = vice a great advantage—Station WSWS. 


when 
tallest | hotel, 46 stories high, with 3400 rooms 





Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 
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Out where the tall com grows 


Albia IOWA Fairfield 

Ames Fort Dodge 

Atlantic Fort Madison 
Grinnell 


Burlington LeMars 
Marion 


Carroll 
Cedar Rapids Marshallton 
Mason City 


Chariton 
Charles City Muscatine 


Boone 


Newton 


Council Bluffs } ncn 


Creston 
Red Oak 
Davenport 
Shenandoah 


Decorah 
Des Moines Sioux City 


Dubuque Spencer 


Eagle Grove Waterloo 
Webster 


There’s a lot of good Shoe Merchants 
who need the RECORDER Show Card Service 


We want to hear from Merchants in the list of cities above who want the 
exclusive rights to our window service in their towns 


FROM 300 TO 1000 FOLKS PASS BY YOUR WINDOWS DAILY 
RECORDER SHOW CARDS SELL THEM SHOES 


SEND ME IN TODAY WHAT THE SERVICE IS 


COUPON $300 PER monTH $4.00 PER MonTH 


Beautiful om | Designed Blank Beaute by » Designed Steak 
Recorder Show Card Service. Art Mat § cs Inserts 50 Price § an t | 2 cer 100 F: 
je had 189 West Madison St., Frames Each Month Tickets | i, —- Tiehets 
cag! 


Please enter our order for the RECORDER and the and the 
SHOW CARD SERVICE for large windows Recorder Monthly Merchandising Bulletin Recorder Monthly M ndising Bulletin 


(for small windows) for one year from this 
date. We agree to pay you $4.00 per mo. $30.00 Per Year if Paid in Advance $45.60 if Paid in Advance 
($3.00 per mo.) for this service. 


We carry pore. Women’s and Children’s R 
Shoes and Hosiery. oO D Ww ? 
(Cross out lines not carried). ER NO ° 
We prefer the (Grey) (Bronze) Mat board 


frames. e 
Deter our pe on the mats 88 Der ony at The Recorder Show Card Service 
Room 607, 189 W. Madison St. 


CHICAGO ILLINOIS 














ote @E Just Mail the Coupon 
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